—~e 


| in ee ee, Seiad 


. 
~ SG! 


NEW ORLEANS, LOUISIANA 


39th Annual International Consumer Credit Conference 
NATIONAL RETAIL CREDIT ASSOCIATION 
The Roosevelt Hotel, June 22-25, 1953 











‘No One Here by That Name” 


We've all seen the case of the debtor who leaves town suddenly 
who intends to take care of his obligations, but somehow keeps 


putting it off. Your problem is, how can you get your money? 


Your local member of the Associated Credit Bureaus of America’s 
Collection Service Division can help you solve this. They can forward 
your account to the debtor’s new location. Don’t write off accounts 


when there’s a chance of collecting! 


Call your local CSD-attiliated office today, and turn collection 


problems over to them. They'll get results. 


Collectrite Service through affiliated CSD members of 


Associate Crepit bureaus OF America 


~~ yh Py a t- =~, 7000 Chippewa, St. Louis 19, Mo. 
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Unit operators at Gimbels report that the design of Cycl 


l fling and referer 


e-Matic equipment promotes speed and accuract 


ti 
poerations 


GUIMBELS Philadelphia, 
adopts Remington Rand CYCLE BILLING 


Gimbels decided which type of Cycle Billing they 


would install only after a month-long comparative 
test of the svstems in actual use 

The new booklet we'd like to send vou tells how 
Remington Rand Cycle Billing met that test, and of 
the results obtained after a year's dailv use. Credit 
Sales Manager Charles H. Dicken re ports that the 
gains “exceeded the 28.1 Savings In unit Operator 
time revealed by the test 

The Remington Rand Cycle-Matic Desk as used 
at Gimbels is designed with 2 tiers of 4 drawers each 
housing a total of 4200 individual account record 


po kets. Visible 


easy tor filing of media and for credit authorization 


margins make finding quick and 


Pockets provide ample space for holding the current 
month's sales checks, cash payment slips, and met 
chandise credits 

Here's your chance to look behind the scenes in 
Gimbels’ huge credit department. See pictures 
analvses, flow-charts the complete how and why 


‘lease Mention The CREDIT 


of this efficient Cycle Billing operation Send the 


coupon today for vour tree COPY of the booklet 


describing Cycle Billing at Gimbels 


Remington Fland 


Management Controls Library, Rm. 1721 
315 Fourth Avenve, New York 10 
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The Front Cover RENIT WORTD 


cover shows a courtyard scene REGISTERED IN THE UNITED STATES PATENT OFFICE 
in the French Quarter of New 
Orleans, Louisiana. It is used OFFICIAL PUBLICATION OF THE NATIONAL RETAIL CREDIT ASSOCIATION 
with the compliments of Earl 
H. Becker, Manager, Royal 
Oak Credit Bureau, Royal Oak, 
Michigan, who took the picture 








epiror L. S. Crowder 


ASSOCIATE EDITOR Arthur H. Hert 


on his visit to New Orleans Editorial and Executive Offices 375 Jackson Ave., St. Louis $, Mo 
last fall. It typifies the Old Advertising Representatives, Irving V. Koch, 64 E. Lake St, Chicago 1, Il 
World atmosphere that our Washington Counsel, John F. Clagett, 1424 K St, N. W., Washington 5, D. ¢ 
members will find in that sec- 





tion of the city when attending Volume 41 February, 1953 Number 5 
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Five Feature Articles 
To Market! On Credit! .. : ; 
4 Paul M. M 


Impact of Home Financing on Consumer Credit 
POV PPTIVOVICOSTOTOVOTTTTITICT OTST TTT) John H. Dempster 


EFFECTIVE Consumer Credit—Its Place in Our Economy 


R. A. Macken 


COLLECTION What Is the Most Important Credit Problem for 1953? 
STIC KER New Orleans—My Booming Town 


Three Other Highlights 


National Membership Activities 
Credit Flashes 
News Items 











| is the measuring stick by 
| which all credit granters Seven Departments 
| judge you. 


Granting Credit in Canada 

Program Suggestions for Local Associations 
Credit Department Letters 

| standing? | Collection Scoreboard for December 


| Items of Interest from the Nation's Capital 
| PROTECT YOUR CREDIT | } For the Smaller Businessman 
i BY PAYING PROMPTLY | 


Editorial Comment by L. S —v 
To be used on past-due accounts 


eo oe CIRCULATION OF THIS ISSUE 34,000 


tions and reduce credit losses. 


Only $300 a thousand 


me 


National Retail Credit Association 
375 Jackson Ave. St. Louis 5, Mo. 
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The Book that Has 
po gage Collections 
and Skip-Tracing! 
How tof ¢ | 
+7 RTA rrY : ATE , f Us ; ~ : “4 \ccounts was 
A IC ate toneeedine to U ‘Ss Dept. of ( pmmaere figures ) | 


Accounts 
Accounts 
Accounts 





> months past due were worth 67¢ on the dollar 
year past due were worth 45¢ on the dollar. 
years past due were worth 23¢ on the dollar 


t 
1 
2 
Accounts 3 years past due were worth 15¢ on the dollar 
4 


] he Accounts 4 years past due were worth 12¢ on the dollar 
of Accounts 5 years past due were worth 10¢ on the dollar 
d Accounts over 6 years past due were WORTHLESS 
my — 

SINCE Publication of this Book—one chain organization 
alone has increased its Locates and 
OWOC Collections on W RIT TEN-OFF 
ACCOUNTS—with the aid of this % 


by A.M. TANNRATH book 





Average age of these accounts was 6 years; some were over 12 years old 


“HOW TO LOCATE SKIPS and COLLECT” 


by A. M. TANNRATH 


{uthorit n Credits, Collection 
and Skip Tracing 








SKIP TRACING 
Procedure for the individual skip 
tracer 
Procedure tor the firms of vol > 
ume business The Only Book of Its Kind Ever Published 
Fourteen different ways to locate 
: skip without a registered Hard Bound Book—270 Pages 6” x 9” 
etter 
A letter to former employers that PRICE $5.00 CANADA $5.50 
will bring phenomenal results 
Eleven stories of actual cases , ’ 
where the skip has been lo WHAT USERS SAY 
cated, and the account col 
lected through these skip tra Sg ae a EB. 
ing ad esilection methods dollars im accounts tha “ve dehed every nown skip acing 
How, when and where to send age 
registered letters e have ed your method nm a@ numbse a 
Ten ways of locating skips by te back OVER SIX YEARS with pl ‘ 
registered letters tellers Jewelr Milwaukee 6, W 
Analyzing returned registered let © re ts I have already in t 
ters kip ave bee € helming and 
How to find the job Nevada Recovery Bureau, Las Vega 
Tracing the guarantor 
Tracing the guarantor’s job 
\ concrete case 


Many thousand { dollars’ wo 
cated through the direct re 


Nash 




















No credit or collection man can afford to be without this book! 


Order your copy today Then get those old accounts out of storage and dust 
and begin to turn them into real money. Put new life into dead assets. Y¢ 
small investment will pay you a thousand times over 


+ COPIES-ord i fo s various offices by S 
Credit Cx 


CLIP AND MAIL THIS COUPON TODAY! 
COPIES ord 


— a En aa SN \. M. TANNRATH, Dept. CW-11 


443 So. Dearborn St., Room 608, Chicago 4 
160 COPIES | i by Miller Mar 


Tents Please send me opy (ve i How 
Collect Check Enclosed 
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This book would be a valuable helpful gift to any # 
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employee in a credit or collection department y 
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To Market! On Credit! 


PAUL M. MILLIANS, Vice President, Commercial Credit Company, Baltimore, Maryland 
(An address before the Boston Conference on Distribution, Boston, Mass., October 20-21, 1952.) 


HE STORY of credit in the complete cycle of 
distribution from the manufacturer to the dis 
tributor, from the distributor to the dealer, from 
the dealer to the consumer is one that must either 
be told at immense length or in one of its parts: 
Consumer sales credit seems to be an appropriate 


part for us to consider because when credit is used 
to further consumer sales it implements all 
distribution. 

We shall make no special plea for credit ; however, in 
the interest of a growing volume of business that must 
be done on credit, or not at all, let us stop long enough 
to examine the popular notion that individuals and the 
economy get into trouble when people use consumer sales 
credit. Then we shall move closer to the topic an 
nounced for our discussion, “To Market! On Credit.” 

Over the years consumer credit (debt) has been the 
victim of considerable verbal assault and battery 

Charles Dickens tells us in David Copperfield how 
Wilkins McCawber often found himself in a debtors’ 
prison, and on one occasion when David visited him there 
Mr. McCawber proclaimed his famous principle that 
misery follows debt. Descending in history, and appar 
ently as a thought left over from the fiction of Dickens 
a solemn-visaged evangelist from Babson Park warned a 
few years ago that instalment credit is an important 
factor in making people unhappy. And as late as August, 
1952, a national business magazine featuring “TT wo-Line 
Editorials” and “Thoughts on the Business of Life” 
echoed that “Personal debt is poison 
is seductive.” 


Instalment credit 


Less than a quarter of a century ago banking philoso 
phy was opposed to personal debt. And at the high 
banking level of the Federal Reserve Board, a former 
Chairman speaking before the House Banking and Cur 
rency Committee said in effect that the free use of con 
sumer credit is something important only to those who 
have credit to sell; the public is uninterested, labor is 
uninterested, and most of business cares little about it 

As trouble for the economy, though there is an ex 
treme range of dissent and agreement, many economists, 
credit controllers, politicians, and others declare with 


emphasis and definiteness that instalment credit is in 


We honor 
We should examine them 
because they reflect large areas of misunderstanding: We 
who have credit to employ regret them, as you in distri 
bution must regret them, because they hinder and harm 
the higher possibilities for credit sales development 
There is no time to venture far with an examination 
We do offer three conclusions. You remember that 
Wilkins McCawber's trouble was his habit of spending 
20 pounds and one shilling of his 20 pound income. And 
while “seductive” which we have just quoted is too harsh 
a word, to be perfectly fair we must recognize that in- 
stalment credit, called by Fortune Magazine recently 
the “persuasive element” in distribution, does occasion- 
ally cause a few to spend more than they should. But 
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flationary and a grave trap for prosperity 
the honesty of such opinions 


very few. The testimony of experience and the statistics 
of all consumer credit prove overwhelmingly that the 
great majority of those who buy on time are not im 
provident and careless McCawbers: With this majority 
“Wants” and “Needs” are not things in themselves; the 
majority who buy on credit are men and women of moral 
strength and courage and they will “do without” if 
possession means going into debt beyond their ability 
to pay 

Not all shrewd financiers are in finance or in Wash 
ington. ‘There are millions of them in American homes, 
working, conserving, planning, toiling into the night to 
keep the family budget in balance. Good spending, then, 
is one reason for the excellent debt record of consumer 
sales credit. Good “lending” is the other: Modern 
credit management, trained and with a sense of dedica- 
tion to the job of sound credit sales promotion ; to helping 
customers with their decisions so that credit will be a 
constructive force in family welfare and not a “misery”: 
Credit management trained to protect credit from dead 
beats and a fringe percentage of those who would misuse 
it. No! Consumer debt is not really a bad word 

On the question of instalment credit as an inflationary 
force and a “trap” for prosperity, the belief that instal 
ment credit is inflationary is rooted in the idea that use 
of credit puts more purchasing power into the hands of 
consumers than they otherwise would have. In plainer 
words, the average urban family income of $363.00 a 
month could be increased if the family unit would only 
buy on credit. But how illogical such reasoning becomes 
when we reduce it to a single transaction: For example, 
an automobile is bought on time; obviously the down 
payment and the monthly payments must be made either 
out of savings or from income from some other source. 
The credit used in the transaction certainly added nothing 
to purchasing power. And as it is with the individual 
transaction, so it is with the aggregate 


Transfer of Purchasing Power 

At any level of instalment debt, totals represent not 
purchasing power but a transfer of p lasing power 
from one group to other groups the consumer debt ot 
one segment of the population is financed by the savings 
Millions of 


dollars of premium income of insurance companies, dol 


of other segments. Consider one example 


lars that decrease the purchasing power, increase the sav 
ings of policyholders, are loaned to finance companies; 
these dollars in turn are loaned to individuals and be 
come instalment debt. Over-all purchasing power cer- 
tainly has not been changed. 

The rise and fall of consumer credit results more from 
income variations than anything else: Personal income 
is the chief cause of the money side of the jigsaw prob 
lem of inflation. Credit is not a magic word. Despite 
some attempts with credit tricks in recent years, in the 
sense we are now discussing it credit can add nothing to 
income; it can only alter the time when income is spent. 

Here is the trap, some contend: Use of credit to buy 


into the future is supposed to heighten periods of pros- 





perity and in the process create conditions which deepen 
and prolong depressions. And with this we have no 
argument: Consumer credit does have a stimulating and 
depressing effect on business fluctuations: however, for 
two very apparent reasons its effect is considerably limited 

Ihe first reason is that consumer credit is essentially 
short-term credit: Of the total of all consumer debt 
now outstanding—charge accounts, instalment credit—the 
estimated amount that would not be liquidated within 
thirty days is no more than seven per cent of disposable 
income: This seven per cent is instalment debt and the 
run-off,” the payments, would liquidate even this small 
percentage within a relatively short period of time. Con 
sider in this connection an actual operation with which 
| have some familiarity: $520 million of automobile 
paper outstanding December 31, 1951, was 70.5 per cent 
liquidated within six months 

The second reason is found in the character of con 
sumer credit as it works in the economy: It is not a 
statistic in a vacuum; ofhcial figures of consumer debt 
outstanding merely reflect at some accounting date the 
net balance between groups of buyers, buying, going into 
debt, and other groups paying and coming back into the 
market. 

No date line ever marks where prosperity actually 
But from any point in time 


redit on alternating 


ends and depression begins 
the maximum influence of consumer ¢ 
periods of prosperity and depression is the difference be 
tween those who buy, go into debt each month, and those 
who pay; this, and the relatively short period in which 
instalment debt liquidates 
But whv consumer credit? Changes in the use of all 
production and distribution credit have an influence on 
fluctuations in business. If consumer incomes decreasé 
or become less secure, people will use less consumer credit 
For the same general reason a business will defer capital 


or other expenditures. All of which may sound simple and 


elementary but our excuse is that simplicity is the last 
refuge tor the complex and complex economic theories 
too often hide the simple truths we have discussed 
Desdemor 


critics of consumer credit fail to perceive its essential 


Too often, like Othello contemplating 


virtue Surely the production und distribution of 5,326 


400 passenger automobiles in 1951, sold largely through 


channels ot instalment sales credit was more urgently 
practi il and nationally more important than a few n 


ghly nebulous economic theories 


Cash as an Instrument of Trade 
Vhis brings us to the topic itsel To Market! On 

( redit William Allen White in his 1 ) | 
Coolidge tells of the 


invincible and dour dev 

those Northampton Bluenoses to cash as an instr 

of trade, their suspicion of the man who bought on 

Asked 
said Cal's tathe 


there’s a couple of lowa farm mortgages at 6 per cent 


Vhey did without, lived a pretty skimpy existence. 


how they managed to get along, “Oh 


But on the new walls of our time, credit has been 
writing a new set of rules Instead of skimpy livin, 
and doing without, middle and lower income groups i 


this country, and many of the “wealthy,” buy durable 


goods when they need them and pay out of income 
They have found that intelligent spending on time pro 
vides a new way to better living and thrift Let me 


elaborate briefly 


Sometimes loosely and without testing we speak of high 
living standards in this country A better definition is 
the high level of individual possession people enjoy: An 
automobile, a refrigerator, a television or radio, the sum 
of satisfactions gained from their use. From 50 to 75 
per cent of these and other durable goods that give equal 
satisfaction are bought on some time payment plan And 
thrift: Something fairly well known but not often found 
in print is the form of savings involved in time-payment 
buying; automobiles and other durable goods, paid for 
bodiment of many 
more years of service and utility and the extent of this 


saving is indicated by estimates which show consumers 


in 18-24 months, are the physical em 


of this country holding a depreciated investment in con 
sumer durable goods in excess of $55 billion 

This gre IS impressive negation 
gaged tuture concept of in talment credit 
these are the benefits of instalment credit 
cost? There is widespread misunderstanding abou 
count” and “rate"”’ and so-called “carrving char 

But how shall we we vh the finance char t 
of credit in any particular situation? Six per cent di 
count by easy calculation becomes 11.7 per cent annually 


expressed as simple interest But forgetting “per cent 
1 $2,000.00 automobile financed for + months at six 


er cent discount, and after customary down payment 


costs 22 cents a day for use as far finance charge 


concerned ; a family faced with th i m ot 


uyIng 
should 


calculate saved costs in other directions, such as public 
} 


] ] 
in automobile on time or saving 24 months to bi 


transportation and recreation \ $300.00 retrigerato 
financed for 18 months, costs cents a da 

onvenrence health 

4300.00 television ‘ se and 


we mu consider ived ) rT entertainment 


conceded to be ! rge unsettled area of 
economu thought ind nowhere ts this truer than when 
dit ws considered Per entavge-wise con 

than production credit and 

reason ts of han 

num I ransactions 

rher nvestiga 


W“ he the I 
int here to 


their 


Perhay 
nown n {| 
hinance comy 

usure 
iltord 

Therefore 
constant 
nation of 

But to market 
i familiar line to reac 
ton We think of thi 
onference that a market 
lesire to own it, and the 

And there are two ways 
the cash way is fine theo 


two wa ce ) t ’ I where 
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costlier durable voods are sold: Because the lesson all 
marketing history teaches is that few people have the 
save-to-buy discipline, the self-denial needed to exchange 
some present fleeting enjoyment for an imagined future 
in order to save. Yet with an automobile, a refrigerator, 
a television or radio, to have and to hold and to enjoy 
while they are being paid for, these same people seldom 
default on a time payment contract. 

Those who regard instalment credit as merely a sub 
stitute for paying cash completely miss its sales and 
profit significance. One of the certainties of distribution 
is that the cash way to market would result in a drop 
in all markets to some permanently lower level. In 
costlier durable goods industries and in a host of indus 
tries that supply and service them, the result would be 
a severe loss of profit for all, the dividends of many 
failure for some. 

The credit sales market has special significance now 
when optimum profit depends so much upon full activity 
In any business, the credit market is the top sales market 
thus it is the high profit market. With this thought run 
ning in our minds, consider the ways for developing credit 
sales, 

As a broad observation the promotion of credit sales 
differs little from any successful sales promotion: In few 
ways does credit raise problems or permit procedures 
peculiar to credit. The key factors in credit promotion 
are; 


Proper management direction. 

A good credit plan. 

A trained and tested sales organization. 

Credit management thoroughly grounded in finance 
and merchandising. 


We offer some specifications on these four factors in 
roughest outline, leaving to your intelligent imagination 
the job of filling in the spaces. And as we are all more 
or less creatures of our own experience, our specific ations 
will apply to a retail dealer. However, what we shall 
try to say can be applied in principle to any credit 
operation 

On proper management direction, Caesar said to 
Brutus, “That young man will go far. He intends 
strongly.” As a first consideration, then, in successful 
sales credit production, management must intend strongly 
Cyrus Hall McCormick fathered credit in action for the 
farmer in 1849 to stimulate farm machinery sales. The 
first finance copy of John N. Willys, pioneer automobile 
Yet with such 
long history and the sales-creating accomplishments of 


manufacturer, was set to stimulate sales. 


consumer credit over the years, some in management 
still view it as an unavoidable evil forced upon them by 
customers and competitors. 

Such a view can put a dealer and an industry at a 
competitive disadvantage: The aggressive promotion of 
credit sales by one, the failure to promote by another, 
can result in a loss of business, or a redirection of busi 
ness; not the purchase of less goods but in the purchase 
of different goods. Not many years ago several indus 
tries that were slower than the automobile industry in 
promoting sales credit, wept that their customers did not 
have money to buy because they were riding around in 
automobiles purchased on time. 

But assuming that management “intends” to promote 
sales credit, here are some details: We named the second 
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Naturally details 
of the plan are determined by the character of the mer 


key tactor, a good “Credit Plan.’ 


chandise being sold; nevertheless, there are some princi 
ples we can consider. 

One important thing to keep in mind is that a finan 
ing service is not an over the-counter product not some 
thing a prospect can feel and see. A finance service is 
entirely a thing of ideas, and the object is to find ideas 
that will get prospects to see the advantages of the credit 
plan as the dealer sees and interprets them. 

Find selling words for your plan that tell the best 
story, because words are the shell of ideas and if you 


What 


are the purchaser benefits of the plan? The insurance 


do not have the words you have not the ideas 


and other features, their need and economy? Words 
that bring out best the kind of credit operation you have 
Words that separate the ease and pleasure of ownership 
from the “pain” on the price tag. The economies of 
buying on time such as we have discussed 

Have a complete plan, clear, understandable; all the 
purchaser has to do is sign. Point-of-sale display, dis 
tinctive signs, window cards, and convenient price tags 
As with 
any other stock-in-trade, whole window displays have 


help build the buying and use-of-credit impulse 


been profitably devoted to credit plans and to the ad 
vantages of using the dealer's credit facilities 

The third key factor we named is a trained and tested 
sales organization Successtul credit sales promotion 
needs men: Salesmen in demonstrating an automobile, or 
refrigerator, or television must be trained to sell both 
merchandise and credit-wise. Importantly, salesmen must 
it all times be time-sales conscious 

Credit sales material should be required study for 
salesmen. Where manuals are employed in a selling 
operation, either a credit manual should be prepared or 
sections on credit should be made part of the regular 
sales manual. And definitely credit should be an impor 
tant part of all current and future sales activities and 


viven a place on the program of every sales meeting 


Trained and Tested Sales Organizations 

When there is a trained and tested sales organization 
there is understanding of the volume and profit signif 
cance of credit sales promotion There is good motiva 
tion for credit selling; though, in addition, this motiva 
tion is frequently supplemented by dealers with dollar 
incentives for pushing credit sales. When salesmen are 
trained to sell merchandise and credit-wise, there is less 
inclination to shift under pressure trom selling merchan 
dise to selling terms: Salesmen will better understand 
that terms are no more than they are intended to be, a 
measure of credit; that to use them otherwise is violation 
of a fundamental rule of sound instalment credit selling 
Generally, terms of any instalment credit contract 
should be tailored to the ability of the buyer to pay 
rather than the ability of the seller, or his finance com 
pany, to collect either through harsh legal measures or 
e and 


otherwise. The down payment should be as lar 


the period of the contract as short as the buyer's cash 


and income permit for only in this does the buyer find 
“Easy Terms.” 

If my convictions have any validity, violation of this 
fundamental rule results in unwarranted waste of credit 
in higher credit costs, past-due accounts, repossessions 


and loss of customer and public good will. Our fourth 





and final key factor we named as credit management 
thoroughly grounded in finance and merchandising. The 
maximum production of credit sales demands that credit 
manayement should be approached trom a positively sales 
point of view: Undeniably, protection of receivables is 
mportant; but if credit is primarily thought of as risk 
as a chance to lose money, the certain result is loss of 
business and a depreciation in the dealer's net profit 

From a social and sales level, the ideal situation would 
be credit for everybody who would benefit by its use and 
credit for everybody who wanted to buy But as a 
practical merchandising and profit consideration, the 
credit policy needed is one that reaches out and down 
to the best terms and the lowest marginal risk consistent 
with sound credit, and rates for the various classes of 
transactions to be financed 

We should protect this by saving that we are not con 
tradicting what we have said about terms fitting the 
buyer. Nor are we suggesting soft, unhealthy credit and 
substandard paper. What we are trying to say here is 
that terms and rates are measures of risk and that there 
is profitable business in several rate and risk classifications 
\ type of risk 


ind rate structure producing higher gross losses mav 


four, five, six and maybe 10 per cent 
nevertheless, be profitable \ credit transaction is “too 
risky’ only when the rate of loss for any class of business 
exceeds the pront tor the class 

If all this sounds complicated it ts Proper balance 
between sales and rate and risk is a matter of competent 
management and credit judgment Some now doing 
financing who have not gone to school in the finance 
industry are promoting low, low rates” as 1 competitive 
attraction. Rates, however, have never been and never 
will be the answer to any dealer's merchandising prob 


lem Rate is secondary as long as it is reasonable. 


High Selectivity of Credit Risks 


l ow rates inevitably mean a higher selectivity ot credit 
risks and such a policy simply does not meet the full 
merchandising needs of any dealer Its failure is par 
ticularly acute, for example, in the case of the automobile 
dealer The sale of used cars is important in making 
it possible for automobile dealers to sell new cars; on 
the average two used cars must be sold for every new cat 
sold and used car inventories are usually general assort 
ment of the newer, and old and older makes in almost 
every kind of condition \ recent survey of consumer 
finances shows that 71 per cent of the used cars in this 
country that sell for $500.00 or more, are bought on 
time and in this large percentage of used car time sales 
there is a high frequency of buyers among lower income 
and marginal risk groups 

Constructive risk taking is not only an imperative for 
the automobile dealer It is a fertile field for increased 
sales in all lines. A brief word in conclusion about col 
There are a lot 
of jokes about “the finance company man” and his col 


lections with a sales and profit motive 


lection methods. A recent one observes that, “If thes 
otter World Tours on the instalment plan it is going t 
be tough if you fall down on your payment in Ethiopia 
or Madagascar.” 

We in finance do not joke about the important func 
tion of collecting because it is a serious function for a 


concerned ; because a full credit policy, one that car 


“reach out’ for marginal business, and the profit and 
loss in credit operations depends on getting back your 
money Nevertheless, getting back your money in any 
credit operation, as with our discussion of sales and rates 
ind risk, must be a thing of balance; a balance we 
express as a maximum reduction in uture 
with a minimum effect on volume 

In trained and experienced hands this can be accon 
plished by a firm and persistent system of collections 
The trouble is with the untrained \ striving tor some 
negligible percentage in the reduction of past-dues and 
losses ; too much debtor too little customer” nm the 
collection effort; and too much pugilism in collection 
letters and collectors and adjustors with the social graces 
ot a good bouncer These can cause heavy customer 
mortality and a big loss in volume Actually they impede 
rather than help collections by adding resentment to 


whatever other reasons there are tor not paying 

It is difficult, the problem of maximum reduction in 
maturities versus customer good will however there 
i balance which seasoned credit judgment can almost 
reach. Backing up for a summary As requirements in 
successful credit sales development we have named stron, 
management intentions, a good credit plan, a_ trained 
and tested sales organization, and credit management 
trained both in finance and merchandising. We think ot 
other credit capacities and abilities needed to attract and 
hold business; courtesy and friendliness in all custome 
contacts, prompt credit approvals, efficiency 
transaction in order to keep down the littl 
killing annovances that go wuh inefhciencie 


think of still others 


Bliss Perry wrote that even a whittler should whittle 
to a point. If we have made any point at all, we hope it 
is that instead of being bad for the individual and trouble 
some tor the economy, consumer credit is justifying it 
self magnificently in term of wider distribution and 
happier and better lives for the people of this country 
Though it is only one answer to the manifold problem 


of distribution, we submit it as a valid and vital one 


Over all, the tuture potential for sales credit develo 


ment seems great and growing Less hesitancy by all 


groups in acknowledging the purchase ot goods on time, 
growth in population and fam ly formation and changes 
in family income, will require a large increase in cor 
sumer credit outstandings within the next few years 
One recent estimate projects a growth up to $32 billion 
from the present level of around $20 oillion anothe 
longer projection comes uf with a fivure of SOU billion 
ind for a real flight into the future, consider consumer 
credit in connection with Dr. Harold G. Moulton’s, of 
the Brookings Institution, estimate that within a century 
the population of the United States will double, living 
standards will be eivht time higher 
From which point we should perhap ! 
Aldous Huxley sugye sin Listen to 


the Drums” that among other things democt is nor 


to the yround 


interference, in leaving people alone so long as they are 
doing no positive harm; indeed, leave them alone if they 
do not appear to be doing any positive good As the vears 
go by, consumers must be left alone to 

consumer credit must be free to expand. For unless thi 
distribution ake 


is 80, there will he less 
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Impact of Home Financing on Consumer Credit 


JOHN H. DEMPSTER, President, Quaker City Federal Savings and Loan Assn., Philadelphia, Pa. 


(A Lecture from Consumer Credit Course, Wharton School of Finance and Commerce, University of Pennsylvania.) 


HE, DISCUSSION of the “Impact of Home 
Financin r, on Consume! ( redit” 
relationship of 54 billion dollars of outstanding 
home mortgage financing to 13 billion dollars of 
consumer credit. 


involves the 


In a dynamic economy such as 
ours the ability of the consumer to carry a total 
debt of 67 billion dollars has not been questioned. 
During 1951 mortgage debt increased about 7 bil 
lion dollars, whereas consumer credit declined to 
a figure slightly in excess of 13 billion dollars 

New home building contemplated for 1952 will proba 
bly total 900,000 units and it has been estimated that 
1314 billion dollars will be needed for the financing of 
one- to four-family buildings. Mortgage debt should in 
crease about 41, billion dollars net during 1952. 

During the past year funds for mortgages have not 
been as readily available as in prior years and interest 
rates have risen somewhat. However, the outlook for 
mortgage financing funds is good at the slightly higher 
rates and mortgage lenders can take care of all require 
ments in this respect 

Savings, which represent the prime source of mort 
gage funds, have been accumulating rapidly During 
1951 savings in savings associations, savings and com 
mercial banks, life insurance companies, Postal Savings 
and U. S. Savings Bonds increased about 101% billion 
dollars, with savings in savings and loan associations in 
creasing over 2 billion dollars. Presently ~-vings asso 
ciations hold about 18 billion dollars of savings and make 
better than 30 per cent of all home mortgages in the 
country. 

The long-term demand for housing in the United 
States is tremendous. It is estimated, as the results of 
population studies, that 6 million additional houses will 
be needed over the next decade to accommodate the in 
crease in number of families. The Census Bureau reports 
that the population of the United States has increased 
by 28 million since 1930, the number of children is up 
39.3 per cent and people over 65 have increased 86.3 per 
cent. All of these figures mean more families, more 
homes, more mortgage financing and more consumer 
credit. Relating Census Bureau increases to our im 
mediate area, Pennsylvania increase is estimated at almost 
one and one-half million people and likewise New Jersey 
is estimated at almost one million by 1960 

This brief review of the present and future with re 
spect to home mortgages, savings, home building and 
population trends has been given for the purpose of 
focusing your attention on the tremendous sums involved 
and the long-term outlook for a continuation of volume 
subject, of course, to an all-out war and the possibility 
of some economic adjustment of values within the next 
several years. 

From our mutual standpoint, however, we should 
recognize the factor of the mortgage borrower's continu- 


ing increase of equity in his home and the constant in 
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crease in savings, both of which will be most helpful in 
cushioning any economic shock that might be experienced 
Without entering into a formal discussion of the subject 
statistics indicate the ability of the public to carry its debt 
has been increasing and the ratio of the individual's “liquid 
assets’ to mortgage debt and consumer credit appears to 
be in better proportion than prior to World War II 
However, all of us as lenders have a distinct responsibility 
for the judicious granting of credit and the obligation can 
not be denied nor passed on to others by reason of Gov 
ernment regulations 

To be more specific about the relationship of home 
financing to consumer credit financing, in most cases you 
deal with a home owner who has as his first and most 
important obligation, a monthly payment on his mort 
gaye In other words, your grant of credit Is usually 
subject to a prior payment for “a roof over the head” 
of your customer. In view of this “prior obligation 
consideration, in my opinion, should be given to this 
“prior obligation,” by the credit manager granting con 
sumer credit At this point you are concerned with the 
customer's character, capacity, capital and conditions, all 
of which form the basis of your valuation of the credit 
In addition, the credit manager also should consider the 
amount of the indebtedness, the amount of the monthly 
payment, cash equity in the home, capacity and payment 
record on the mortgage loan and the relation of this obli 
gation and the total of all other monthly obligations to 
the borrower's total constant weekly income 

It is important to point out to you in order to clarify 
your thinking, as we discuss this subject, that consumer 
credit is generally an unsecured obligation resting pri 
marily on the moral responsibility, capacity and ability 
of the borrower to pay his obligation, whereas mortgage 
financing involves, in addition to moral responsibility 
capacity and ability, the use of a credit instrument secured 
by real estate with recourse to the security by foreclosure 
proceedings in the event of default. 


The Home Financing Problem 
With all of these preliminary facts before us, I shall 
attempt to develop the home financing problem for your 
consideration and guidance in your particular field 
The individual with a savings account and a home has 
disciplined himself in the prudent use of money and, | 
believe we should include, the proper use of consumer 
credit. He has undertaken a program for debt-free 
home ownership which is just about the most severe train 
ing imaginable in the field of credit since the individual! 
experience teaches systematic thrift. As the result of such 
training and the pride of home ownership, the consumer 
credit lenders are able to do business with a self-dis 
ciplined individual who should represent an excellent 
credit risk provided he is not extended more credit than 
he has capacity to handle. 
We know that most of our mortgage borrowers will 
incur consumer credit debts during the long-term life of 
our mortgage loans. We suggest that the consumer 





credit people carefully consider each case so that the home 
owner does not become overextended or obligated, 
thereby endangering his home ownership by inability to 
carry his payments conveniently. We try to indoctrinate 
the owner soundly when the mortgage is closed. We also 
try to help out the owner when he becomes overobligated 
due to excessive financial involvement. The relationship 
with a savings and loan association or other mortgage 
lender is disciplinary and conducive to sound habits of 
income management, therefore we believe that mortgage 
credit should be included as an important factor in con 
sumer credit. 

You are familiar with the desirability of home owner 
ship which is a fine American tradition and a guarantee 
of our freedom and heritage. In recent years home owner 
ship has been made more attractive with convenient long 
term mortgages, modern conveniences, planned communi 
ties and many other features that have greatly increased 
the desirability of home ownership. This progress has 
been made possible by private capital, surely a tribute to 
our home building industry and lending institutions 

The total number of dwelling units in the United 
States, according to recent figures, increased from 37,325 
000 in 1940 to 45,875,000 in 1950, an increase of 33 pet 


cent or 8,550,000 Home ownership gained 54 per cent 


since 1940 with 8.187 OOO more families owning their 


homes. Recent studies indicate that about 55 per cent 


of all dwellings are owner-occupied Rental housing has 


continued to decline. ‘This discussion does not include the 


tenant but there is a relatior n principle rent and 


mortgage payments However, there is no question but 


that the home owner is the more desirable credit risk for 
the consumer credit manager since the home ties of the 
owner are deep and firm 


The greater part of mortgage financing is done py 


savings and loan associations, savings banks, insurance 


] 


companies and commercial banks. Savings and loan as 


sociations make more than 30 per cent of all mortgages 
vranted for home pure hase In the case of savings associa 
avings banks particularly, the investments in 


, 
the accumulation of savings of many 


tions ind 
mortgages represent 
Generally, the savings of five or six per 

| } 


’ 
sons are necessary to make one mortgage loan since the 


prudent people 


ive re Savings ac is in the amount of $1,000.00 te 


$1.400.00 


Mortgages Now on Monthly Payment Basis 


The majority of the mortgages resently 
monthly 

1 
»> pay a set n onthly 


: 
ition, which will comy 


mortgages 

the same t 

tew t wes ar ritten 
ivment basis but 
ige lending 


nort 


equities of home 


ion “X” it was f 
to buy with no cash down } \ } purcha er 
cent to 


pe of mortgag | 1 ri iving 





WRITE FOR LOW-COST TEST-PLAN 





26" success-year with Hecht's; Foley's; Jordan Marsh; 
May Co.; and other top stores, large and small 





For ace Akron store, our unique mdse.-fashion approach opened 


1,000 NEW ACTIVE ACCTS. 


for 50><¢ each 


New Accts. opened for Goerke’s, N. J 
3000 bought during the first year alone $301,000 | 





WE REVIVE 50% 1. 70% INACTIVES 


(50'«) nactives in famed Texas store 
3725 bought within six months, at 2°: cost $241,000 








Yes! Compare with any other way! 


LESTER brozman COMPAR 


160 FIFTH AVENUE, N. Y. C. 10 





depen ling 


oan associations can lend 80 per cent of their appraisal 
value Most lenders are not currently appraising real 
estate at present sales prices, hence more cash is needed 
to buy In addition, Regulation X now requires 
cash investments by the purchaser Several 
examples of Regulation “X"’ cash requirements are given 


for information purposes 


incing (other than “G.1,") 


Mortgage Permitted 





water rent, sewer rent and insurance. A closer review of 
“capacity” to carry is necessary on G.I. mortgages in 
view of smaller cash equity with the resulting higher 
monthly mortgage charges, based upon the amount of the 
mortgage and loan term granted. Experience has indi 
cated that the “G.I.” purchaser is younger than the 
average home-buyer and is assuming home obligations for 
the first time. He is faced with great expense in furnish 
ing ind equipping the home, and, in the future, greater 
living expenses are possible due to additions to the familys 
The payment record of the “G.I.” borrower has been 
excellent 

During the past 15 years the trend has been for longer 
term mortgage loans, up to 30 years on some types of 


F.H.A. and “G.I.” However, Regulation 


“X” and credit controls have reduced these terms to 25 


mortgages 


years. The extension of mortgage terms up to 30 years 
has made home purchasing more popular attractive, con 
venient and easy to carry However, the lengthening ot 
loan terms has increased the cost of home ownership duc 
to greater interest charges over the longer term. The 
lender is involved in greater risk due to the initial small 
cash equity and slower building up of the owner's long 
term equity. The F.H.A. insurance and Veterans Ad 
ministration guarantee on mortygayes have helped to cover 
the lender s risk in cases of this type of lending { I H \ 
and G.I.) 


Some Credit Has Been Too Readily Granted 


Longer term mortgage financing and lower monthly 
carrying charges, while making home ownership more 
attractive and convenient, have a definite tendency to 
encourage “other borrowing” and thi 1s where consumer 


picture With t 


low and convenient monthly carrying charge, the owner 


credit, as we know it, comes into the 


feels secure in incurring other obligations of a short-term 


nature for necessities and conveniences. It is difficult to 
state that this situation is good or bad in any particular 
group of cases During periods of high income 

tion is exercised by the borrower and lender, no gre 
umount of difficulty is experienced However, there 
evidence that credit, over and above that required 
home ownership, has been too easily obtained and 
readily granted 


This situation raises the question of the 
capacity of families to meet their financial 
satistactorily Such financial oblig 
monthly payment for housing, plus any outstanding con 
sumer credit borrowing, the payment of both bein ub 


ject to the cost of living and the usual family expenses 


The mortgage lender investigates the moral hazat 
from the standpoint of past payment record, w 
ability and capacity of the prospective borrower. Usuall 


no other indebtedness is permitted at the time the mor 
{ is negotiated. The lender cannot control obligation 
incurred subsequent to the time the mortgage is closed 
| xperrence has indicated that too frequent and exten 
yranting of “consumer credit” results in excessive bort 
ing or “overobligating” which causes difhculty i 

ing home-ownership payments Lhe mortgage 

holds a secured obligation, recourse can be taken 
security in the form of foreclosure action. ‘This 
closure procedure destroys the “home owner 


and affects the willingness of the wrrower t 
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“consumer credit’ obligations incurred in the torm of 
property improvements loans and in making payments on 
other types of “consumer credit.” 

“Consumer Credit” lenders should make every eftort 
to avoid encouraging an individual to overobligate him 
self thereby causing a borrower to (a) lose his home or 
interest in meeting his obligation and (b) cause an at 
titude of getting “out from under” on all of his obliga 
tions There ire a number of cases with whi h I im 
familiar whereby the granting of too many loans (credit) 
M iny collec 


tion problems are caused by too many debts to iy Vhis 


has caused difficulty on mortgage accounts 


situation is particularly regrettable on “G.I.” mortgages 
because if a veteran loses his home he does 
later opportunity to buy another property under the 
“G.L.” Act since, in most cases, he has his entire 
guarantee 

\ case in point ts that of a mortgave vr 
year-old veteran with a wife and two 
placed in foreclosure The veteran, after 
irmy service, bought a home for $9,500 
25-year “G.I.” 


ployment record was good and he returned to the same 


mortgage (no cash down 


emplovment as prior to the war, earning $65.00 per week 
plus overtime. His monthly payment was $61.40 per 
month and everyone—the veteran, the lender and 
Sam was happy bec iuse a returned se cen 

established a home for his family on a basis he 
afford to carry. ‘Then what started to happen, easy 
overobligation. Presently he owes about $1,500 to three 
banks, three finance companies, a department store, a loan 
sickness He 


tor venetian blinds and a personal bill for 
must pay $123.70 per month on hi bligations, plus 


$61.40 on the mortgage or SIS85 onth out of 
earnings of $282.00 month h a wite and two 
children to support cannot ind neither coulk 
you Who is at faul ti I r the companies who 
yranted the credit? | think it is the latte: The veteran 
who received a litt from Uncle Sam, you and other 
is being cheated out of home ownership by the 

f too much credit He must sell his 


home or » foreclosed. We cannot make good home 


owner American citizens this way 


Cases of Additional Borrowing 


1 another case a young “G.] with a family « 
} 


veral debts for conveniences and then 

his bank tor more money for doct 
chimney ot the property had to be 
the mortgage lender for the money 
young man incur another short-ter 
could have secured 

it the mortg ee could 

We asked him to consult 


to own the home free 


lwo other cases are 
owers on our mortgage obtained tour 

i business tor his wite They could n 
four short-term loans. We thought they we 
We hope no turther | 


these tolks by unthinking lenders 


retinancing 


fessional man with a wite and 


financed his mortg 





payments of $130.00 per month. After one year he asked 


us to refinance to pay off four lenders requiring payments 
of $140.00 a month, the mortgage payment of $130.00 
per month, or a total of $270.00 per month. Needless 
to say, we suggested that he pay off our mortgage. 

I recite these cases as good examples of the thoughtless 
extension of credit without any regard of the borrower 
or other creditors \ disservice is done to the borrower 
Under recent and current economic conditions, no over 
all difficulties have been experienced. However, a slight 
or extended setback in business and employment would 
pose a real problem to all lenders 

We have an obligation to the borrower and to the 
owners of the funds we invest. In addition, we have the 
responsibility for the over all veneral economic stability 
of our nation 


and good business judgment we can cause a complete 


If we disregard the economic tacts of life 


collapse of our financial system 

Many people are concerned about the amount of credit 
controls presently in existence However, just as many 
people believe that had we permitted the continuance of 
the yreat volume of extension of credit including ill 
types of lending, bank, mortgage, consumer credit, et 
an adjustment period had to be faced at some future date 
Present credit controls, including Regulations “X" and 
W the present situation in the Government bond 


market, etc., appear to be having the desired effect in 


siowing up the inflation spiral The tightening of the 


money market and decline in home building are good 
examples of a gradual slowing of the velocity of inflation 
Almost everything has been sold with no down payment 
prior to Regulations X 
ind “W”) This included “G.! mortgage financing 


This tvpe of financing has caused the overobligating of 


or a minimum down payment 


the borrower Home pure hase is a good example About 

ro a person would have had to invest 35 pet 

n order to buy a home and would obtain a 

per cent, 10 or 12 year mortgage, requiring a monthly 
payment of $97.52 plus taxes. Today, under the “G.I 


plan a 4 per cent rate is available for 30 years with n 
ish down (prior to Regulation “X Today the cost 
ot carrving a $10,000 mortgave on a conventional basis 
G.I.” basis would be $63.27 and $47.75 respectively 
monthly payment, taxes and other charges must be 
During the past 15 years prices of houses have 
more than doubled, yet the down payment and monthly 
payments have decreased and loan terms lengthened 
The financing of homes involves a detailed study of 
family living habits, and income and expenses, which are 
reflected in the ability and capacity of the borrower to 
urrv his housing charges conveniently. The basis for 
granting mortgage credit involves such qualifi ition is 
credit record, character, down payment, 


and amount of borrower's inc« 
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to his mortgage payments. Stability and length of em 
ployment, size and age of family and outstanding obliga 
tions are important considerations. In the higher income 
group ana pure h ise pri ¢ 1 somew hat more detailed ap 
proach must be made due to the more expensive living 
standards The relation of the borrower's total living 
expenses, by income groups, to his total income must be 
considered carefully. Generally, we know about what 
living expenses should be and such factors are used when 
we consider the ability of our prospect to meet his obliga 
tions conveniently 

From these facts a pattern on credit extension is formed 
and we can estimate the risk in the mortgage transaction 


We know the 


borrowers continuing and dependable income, his esti 


exclusive of the valuation of the security 


mated expenses and the relationship of his housing expense 
to his income No credit is given tor overtime 
This ellaneous income or the wite's employment We ire 
now in a position to make a decision on the ability of the 


borrower to carry his monthly mortyg payments con 
veniently and regularly I mention these various tactors 
} 


to show how caretully try to start oft our borrower 


ind the mortgayve contract on a sound basis Sub equent 
granting of credit, without careful consideration 


down the entire "al wr the borrower mortgagee 


the new lender 


Housing is one of the t items tl 


in ne Tamly 


budget, taking from 20 per « to 30 per cent of the 
tamily income Ay un | empha iz7¢ that as a minimum 
the cost of the home should not exceed 24 times the 


innual income and the monthly payments should not ex 


ceed one week nceome In the light of increasing taxes 
ind living expenses much greater caution should be 
exercised As an example i man making $3,000 per 
vear should pay n re than $9,000 for a home or 


times $3,000 Assuming 20 per cent or $1,800 
down payment, the purchaser would require a $7,200 


His principal and interest payment would be 
>) per cent mortgage plus estimated 

i total of $62.00 peru onth Hi 
week so our case meets the 


se and if | A. or Gl 


incing were used, so slig variations in down pay 


ment and monthly ‘ ry would be experienced 
urrently down pay ! ! mn O “rl 


overned | 4 Ww hould | 


Tis woul 
a ted 
wre maintenance 

is hea et 

the inception ’ the boar 


vent the 
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hence the careful analysis of the case in the beginning. 
Where unforeseen situations occur due to death, sickness 
and other family difficulties, good collection treatment, 
in most cases, can work out the problems. 

The success of mortgage financing, like all other types 
of credit extension, is greatly dependent on good collection 
methods. Most mortgage payments are on a monthly 
basis, requiring a set monthly installment to be paid on an 
established due date. 
be followed closely. 


Under this system an account can 
Usual collection methods are used, 
including notices and letters and much dependence is 
given to phone calls. After 30 days, as a rule, the mort- 
gagee can commence foreclosure action, although as a 
practice, 60 to 90 days elapse before any action is started. 
Action of this nature is generally governed by the cir 
cumstances of the case. We point out to the owner that 
his honie is his first obligation and other indebtedness 


should be disregarded until the home obligations are paid. 


Recourse on a past-due mortgage is in the form of fore 
closure by sheriff's sale. 

The pattern, as heretofore outlined, gives you the in 
formation as to the obligation preceding the cost of 
carrying your consumer credit debt. You should analyze 
the owner’s obligation carefully: is he current on his 
mortgage payments; is he having difficulty in carrying; 
will the assumption of an additional obligation or obliga- 
tions so overburden him that he cannot conveniently 
meet all of his payments? This careful screening will 
result in a much better situation for the owner and all 
lenders. ‘There should be enough courage in business to 
say “no” when the “pattern” of the borrower indicates a 
caution signal of overobligation. 

You will be interested in several other phases of 
mortgage lending which come close to consumer lending 
and, incidentally, are being used more each year. If I 
may hazard a prediction, I believe in the future we may 
do this type of business as an everyday business transac- 
tion. 


Value of “Open End” Mortgage 


The “open end mortgage” is being used more and more. 
We mean by an “open end mortgage” an obligation to 
which we can, by a bookkeeping transaction, add to the 
mortgage at any timea sum required by the borrower for 
repairs, alterations, improvements, and even to buy an 
automobile, Regulation “W” permitting. 
the mortgage has been paid down from its original amount 


This assumes 


and the property value has not changed. 

The “packaged mortgage” is also being used in many 
sections and should be used more and more in the future, 
provided the state laws are such to permit its use. The 
“packaged mortgage” permits the inclusion in the mort 
gage contract of a sum necessary to include the cost of a 
refrigerator, freezer, washer, ironer, air conditioner, tele 
vision and such other items that are usual purchases 
financed by consumer credit. 

Another plan used in some sections of the country is 
known as the “U. S. Loan Plan” and the important 
feature, in which you would be interested, is the specific 
provision for “additional advances” over the life of the 
contract. Other features are reducing interest rates, 
automatic deferment of payments under certain condi 
tions, broad prepayment privileges, etc. 

I mention these plans for information purposes only, 
yet they do relate to the subject ot the relation ot mort 
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gage and consumer credit. The advantages to the owner 
are apparent. The plans are not used extensively at 
present but it is safe to assume that they probably will 
become more popular since they offer advantages to the 
public. Our two types of businesses have prospered be 
cause we have offered services the general public required 


Those of us in the key positions of granting credit, as 
a result of our individual day-to-day actions form a total 
or a composite of individual decisions. We should be 
careful that the results of our composite decisions do not 
cause us to be accused of seriously aggravating the hard 
ships of the people, resulting in adverse publicity and 
restrictive legislation. 


For some years the willingness and desire to lend on 
the part of mortgage lenders and consumer credit lenders 
have been strong. Total mortgage credit outstanding at 
present is approximately 54 billion dollars, and consumer 
credit totals about 13 billion dollars, substantial figures 
in relation to our national income. These loans must be 
paid ultimately out of income. Presently incomes appear 
sufficient to do so, but any serious change in our economy 
could cause difficulty. We face the problem at present 
in two ways. A setback in business and employment 
would result in serious difficulty in payment of mortgage 
and consumer debt. Our present “creeping” inflation, 
with its resulting increase in normal living costs which 
usually rise faster than income, could result in difficulties 
in making payments contracted prior to the inflationary 
period in which we are presently doing business. ‘These 
facts are mentioned since they are part of the over-all 
“picture” in the extension of credit. 

I have reviewed the general mortgage “picture” and 
tried to relate it to your consumer credit problem. We 
have a vast nation of home owners, who have a definite 
In addition, we have a vast 
amount of consumer debt outstanding. We are concerned 
with the ability of our citizens to carry comfortably the 
combined debt of about 67 billion dollars. By careful 


payment on mortgage debt. 


credit lending on the part of both groups of lenders, 
mortgagees and consumer credit, we can properly direct 
our people in the obtaining of home ownership and 
modern conveniences. The selfish disregard of the other 
fellow by encouraging the overobligation of our people 
can only result in another debacle. The borrower's 
ability to service comfortably the total amount of debt 
outstanding is one of the most important elements in our 
judgment of credit. 

In the granting of credit, we assume a distinct obliga 
tion for its soundness. We have the obligation to main 
tain a sound credit system in our economy by judiciously 
extending credit and carefully preventing the overloading 
of borrowers with total contracts which they cannot 
reasonably fulfill, thereby causing a collapse of paying 
ability. Once this happens we can look for further en 
croachment on business in the possible forms of more 
regulations or direct lending 

Our businesses have a big stake in providing the better 
things of life for the people of this country. Working 
together we can do the job provided we understand we 
both have an interest in the borrower's income. Our job 
is to make the funds available for the borrower to buy 
consistent with his ability and capacity to own. In doing 
this, we will make an outstanding contribution to the 


maintenance of a sound economy. xn 
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National Membership Activities 
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Roll of Honor 


1952, through January 22, 1953: 


District 
1 Springfield, Massachusetts 


through 


New York, New York 
Atlanta, Georgia 
Waycross, Georgia 


7 Eureka, Kansas* 


Kansas City, Missouri 

St. Louis, Missouri 
Beaumont, Texas 
Brownsville, Texas** 
Dallas, Texas 

Fort Worth, Texas 

Port Arthur, Texas** 
Waco, Texas 

Denver, Colorado 
Albuquerque, New Mexico 
Salt Lake City, Utah 
Vancouver, British Columbia, Canada 
Helena, Montana 
Portland, Oregon 

Seattle, Washington 
Spokane, Washington 
Tacoma, Washington 

Los Angeles, California 
Oakland, California 
Redding, California* 

San Francisco, California 
Santa Monica, California 
Santa Rosa, California* 


2 Washington, D. C. 


New members reported by districts trom June | 


Baltimore, Maryland 
Philadelphia, Pennsylvania 
Pittsburgh, Pennsylvania 
Milwaukee, Wisconsin 


January 22, 1953 


District 


8 


€ 


*New 
**First National 


***First Credit Bureau 


if 


Total 


National 


units 


unit or ending 


ending May 31, 1953 


Members 


Members 


988 
668 
141 
362 
207 


110 
108 
81 
68 


May 31, 1 


er cent with N.R.« 


1952 


\ 


Membership Prizes 


Prizes of $100.00 each are to be awarded to the fol 
lowing chairmen reporting the largest number of new 
members: 

Local Chairman—100 members minimum 
State Chairman 


District Chairman 


200 members minimum 


500 members minimum 


Only one chairman in each group is to receive an award 
and it will be based on the vreatest number ot members 
reported. In addition, the first credit bureau manager 
reporting 100 per cent National afhliation (all members) 
the 100 
$100.00 in cash 


provided minimum is members, will receive 


Pen and pencil sets will be awarded to 


l The president of the National unit making the 
greatest gain in membership 
2—The 
greatest gain in membership 
3— The 


work 


secretary of the National unit making the 


credit manager tor outstanding membership 
4—The bureau manager for outstanding membership 
work 
Gavels, properly inscribed, will be given to Credit As 
sociations as outlined below 
1952 May 
National 


organized during the fiscal year 


organized between June | 
and 25, 1953, as follows 


1—First unit of more than 25 members 


2—Unit making the greatest membership gain 


Zz 
3 Local Associations in cities up to 50,000 popul ition 
organizing a National unit of 25 or 


+ Local 


tion organizing a National unit of 50 or more members 


more members 


Associations in cities up to 100,000 popula 


5 


Local Associations in cities of 100,000 to 250,000 
National 7 


population organizing a unit of /5 or more 
members 
6 Local 


lation 


\ssociations in cities of over 


National 


250,000 popu 


organizing a unit of 100 or more 


members. 





| Fifteen Largest Associations 


Member 
ship 
1,147 
ORD 


Standing 
Pittsburgh, Pennsylvania 
New York, New York 
Dallas, Texas 
Spokane, Washington 
Denver, Colorado 
Baltimore, Maryland 
Seattle, Washington 
San Francisco, California 
Portland, Oregon 
Washington, D. C. 
Kansas City, Missouri 
Los Angeles, California 
Vancouver, British Columbia 
St. Louis, Missouri 
Fort Worth, Texas 
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Ghanting Credit in Canada 


C. B. FLEMINGTON . . Canadian Correspondent 





Consumer Credit—Its Place in Our Economy 


R. A. MACKENZIE, Public Relations Officer, Household Finance Corporation of Canada, Toronto 


REDIT PLAYS such an important part in our life 

today, that everyone should know what it is, how 
it operates and how it is used. When you pay the milk 
man at the end of the week for the milk already delivered, 
you are using your credit; when the grocer orders sup 
plies from the wholesaler and pays for them after they 
are on his shelves, he is using Ais credit ; when the govern 
ment borrows money on the security of bonds, your coun 
try is using its credit. “These and many similar trans 
actions take place so regularly and automatically, that 
unless we stop and think, we do not realize how im 
portant they are to our modern way of life. Credit can 
be divided in two main classifications: commercial or pro 


ducer credit and consumer credit. 


Engineers often speak of prime movers They mean 
windmills and water wheels, steam engines and locomo 
tives, electric dynamos and perhaps atomic power plants 
In the world of industry and trade, credit is a prime 
mover For the machinery of credit employs the tre 
mendous power of our accumulated savings and applies 
it to getting useful work done Without this machinery 
the power of a great part of our money savings would 
vo to waste in idleness. The wheels of our system of 
producing and distributing wealth would grind to a sud 
den disastrous stop just as surely as they would if there 


were no workers to man them 


Credit used in industry or trade is called “produces 
credit” because it is used to enable the person or company 
using it to produce more or better goods and is repaid out 
of the increased income which results The manuta 
turer borrows money, your savings perhaps, to build a 
new plant or buy new equipment. He repays the loan 
out of the increased profits from the additional goods he 
is able to produce and so by the use of credit he has im 
proved the position of his business and increased its value 
to the nation. 

Were it not for credit, the businessmen with the ideas 
and the knowledge necessary to the manufacture of his 
products, would not have the running start which he 
needs. He could, of course, commence his operation on 
a small scale with the limited money he has and gradually 
build his business up by re-investing a portion of his 
profit each year, but this would be a lengthy process and 
one which would have made impossible the mass produc 
tion of goods which is responsible for the high standard 


of living we enjoy today. 


Consumer Credit. While we can thus see the im 
portance of this kind of credit there is another kind with 
which we are likely to come in closer contact and which 
will have a more direct and plainly visible effect on our 
daily lives. The kind of credit to which I refer is con 


sumer credit. ‘This is the term generally applied to the 
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credit used by individual consumers and by means of 
which they may obtain goods and services without pay 
ing cash at the time of purchase. 

To show the difference between the two kinds of credit 
The inde 


pendent cabinetmaker or carpenter might borrow money 


I would like to use a simple illustration 


to buy a lathe or a power saw in order to increase his 
earning ability. ‘This, of course, is, as in the case of the 
manufacturer, producer credit. If he borrows the money 
to buy his wife a new washing machine he would be us 
ing consumer credit since he is acting as a consumer in so 
doing and the washing machine does not increase his 
money income. It might, of course, reduce his laundry 
expenses or produce other satisfactions in making the 
housework easier for his wife 

Why is the use of such credit necessar\ Families 
like business firms, use credit to increase their capital 
equipment to buy retrigerators washing machines and 
furniture. ‘They use credit to meet peak load demands 
which accident, sickness or other emergencies may create. 
They use it to finance periods of deficit re ulting tron 
temporary interruption or reduction of income 

If we examine consumer credit further we will see that 
it falls readily into two parts. ‘These are 

a) Goods credit, the kind of credit used for the 
purchase of goods 

(b) Cash credit or borrowing money In the one, 
the consumer obtains goods tor which he promises to pay 
it a later date and in the other, the consumer obtains 


money which he promises to repay at a later date 


Credit’s Major Divisions 
Gioods credit may be further divided into 
a) Retail charge accounts 
(b) Instalment sales 
Cash credit falls into four main subdivisions 


(a) Personal loans made by banks 


b) Consumer instalment loans made by 
’ 
| 


licensed under the Canada Small Loans 
(c) Loans made by credit unions 
d) Life insurance policy loans 
Goods Credit Let us look back at Goods Credit and 
its subdivisions: (a) Retail charge accounts, and (b) 
Instalment sales The charge account type of credit is 
generally regarded as convenience credit: that is, the 
credit arises because it is more convenient for the con 
sumer to make purchases and pay tor them at the end 
of the week or month, rather than pay cash each time a 


purchase is made 


Typical examples are accounts with 
the milkman or grocer which are usually paid weekly, 
or accounts with department stores which are paid 


monthly. Of course, it is important with this type of 





credit as with any other to stay within your budget and 
insure that any purchases made can be paid for when 
There is usually no extra 


charge for this kind of credit since the cost can b 


your account comes due. 


e im 


cluded in the price of the goods. 


Instalment Sales. This credit device makes possible 
the widespread distribution of those durable consumer 
goods which have a relatively high cost but a long useful 
lite. Such articles are refrigerators, washing machines 
and stoves. Many Canadian families would be unable 
to enjoy the possession of these articles were it not for 
their ability to make their purchase and arrange for pay 
ments spread over a period of months to be made out 
of their income as it is earned. Instead of saving up in 
advance, more often than not with little success, posses 
sion of the article is enjoyed while paying for it and 
there is not the danger of failing to set aside the monthly 
amount as there is in the case of saving up beforehand 

In other words, the use of credit in this instance does 
} 


, : 
not merely alter the time at which the individual ) 


tains possession and use of the goods; in most cases 


] 


the onl means by whi h the voods could be obt i ned at 


all This tvpe of credit is avail ible in most retail stores 
I 
When i mercl int sells 


in article whether for I redit he mu 


which sell these durable goods 


trom the manufacturer and n 
pay cash on delivery or within a few 
im to keep a sufficient stock or 
istomers with a suitable selection 
voods when the Vv are purchased 
You can see that 


paying 


hose 


rh 


lose 


stock 


extent 


he must 


Many 


rlooke 


Invention of Durable Goods 


these devices were d 
1 | 
| Canadian homes 


people bega 
] j t ] 
y would ever ar c AuTOMmMOD 


Kil il 
tomoodiles were virtuall handmac 


by today's standards they were crude machines, they cost 
several thousand dollars. 

Ihe situation called for two developments, each de 
pendent on the other (1 The production cost had to 
be reduced and this could only be done if automobiles 


?) A wav had to be found to 


sold in large numbers. 
extend the market bevond the few who were wealthy and 
this could be done only if prices could be reduced In 
short, there had to be “mass production” and a “‘mass 


market ind neither could proceed without the other 
The story of the development of mass production is 
illustrated graphically by today’s production lines The 
story of how the unpres edented new market was ¢ xplored 
ind established is not so well known The greatest for 
ward step was taken when the market was expanded to 


each beyond those who had enough money to pay cash 


im It wa expanded t n those who 


substantial down payment and had large 


the man 


} 1 , 
mobiles alone, b " oup 
, , 
ible good " linary | 
t, therefore 
rmitting the 
} 


re roadenin 


" 
ontinual reduc 


onsumer Credit 
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What Ms the Most Important Cree 





Opinions of Bureau Managers grave personnel problem within our members’ stores 


We can all list many more problems with which each 
A recurrent problem, and it could be more costly now than of us is faced and Bo doubt each credit bureau man- 
in earlier years when personnel turnover and untrained help ager is working within his own community to make 
were not so much in the picture, is to get the maximum of these known to his members and seek the proper 
credit department cooperation that will permit the credit solution rma A. Gross, Retail Merchants Credit 
bureau to do its best job for management. Acceptance of less Association of Los Angeles, Los Angeles, California 
than thorough cooperation can be more costly in today’s faster x * 
tempo because of increasing necessity for intelligent evaluation The most important retail credit problem facing credit sales 
of a risk in order to realize the soundest sales potential and managers in 1953 is credit control of personal debt. Members 
the most desirable method of purchase for the customer. With of our credit bureau, in general, will refuse to open an ac 
outstandings high and collections not too easy, there will be an count, either charge or budget, if indications are that the a 
even greater premium on knowledge of outstandings related to plicant is already over-extended; but we do see too much ev 
disposable income, as well as nature and terms of commit 
ments, essential antecedent information and established pay 
habits. The need is to keep the accent more than ever on the 


dence of non-members, and it includes some members who are 
not checking all applications, who are granting loans and ex 
tending further credit privileges to people who cannot pay as 
type of operation—through cooperation—that will pay off the agreed, Credit granters should refuse to grant credit to af 
best, through prompt ledger experience returns and through plicants owing past-due accounts, unless they can show positive 
consistent postings to bureau files of “P & L’s,” repossessions evidence of ability to pay as agreed. Personal debt has be 
collection items, and other developments affecting an account come the inverted pyramid in our economic set-up that will 
With credit management and bureau management working topple over unless a strict policy of credit control is adopted by 
closely together it can surely be done, and it looks more like a credit sales managers.—Marshall W. Hunt, Credit Bureau of 
“must” than ever.—H. Stacy Darrington, Credit Bureau of Greater Lynn, Inc., Lynn, Massachusetts 

Atlanta, Inec., Atlanta, Georgia - a a 


~x~ * * The most important retail credit problem for 1953 
We are now facing one of the biggest changes our is speeding up credit reports. Credit granters can do 
country has had in the past twenty years. We have a great deal to eliminate slow reports by seeing that 
a new high command of our government. I believe personnel are properly instructed to clear calls, or 
that our most important credit problem for 1953 is gene owe me slips, from the bureau promptly 
that all business, and more especially credit men and ave ay obtaining complete credit applications and 
women, handle credit sales properly and cooperate giving all of this information when requesting a 
one hundred per cent with our government to head credit report from their local bureau. By visiting the 
off a depression and inflation. If we should have a local credit bureau and finding out if there are ways 
depression, we will hear many times, “I told you so.” the credit department can assist in speeding service 
We do have one class of business people who are out of reports. By working with other local credit sales 
for their own good and these firms will advertise and managers to see that those sources of information, 
sell on credit terms with no down payment. This essential to credit reports, that have been slow, un- 
will bring inflation and almost anything can happen derstand and cooperate. Credit granters can ensure 
which is not good for our country. Our 1953 prob- shee 40 credit reporting service if all work together. 
lem will be te cell and encourage these who ordi = thus apes credit sales.—Walter A. Jensen, Field 
narily would violate good business practice, to stay Distee f a _— Credit Association, 
in line and sell merchandise and not credit terms. satrict Ten, Portland, Oregon 
Our slogan for 1953 should be, “Sel! merchandise and xe 
not credit terms.”—Roy R. Dexter, Credit Bureau of Charge sales unlimited! Once again we look toward a y 
Clark County, Vancouver, Washington presenting less consumer credit controls with supply and 
eager mand seeking to outdistance governmental supervision. If 


hope becomes a reality competition, so necessary to our 

In many cities, and Cleveland is no exception, the personne! tem of 
problem will continue to be hectic The proper vigilance and 
attention to accounts in view of these employee shortages wil! 


free enterprise, will again take the leading + 
view of these thoughts the charge sales fraternity 
lenged as never before to create and devise new, more effec 
be a major concern to credit managers in 1953 More eftort and less circuitous methods of stimulating consumer desire for 
will have to be expended to eliminate time and personnel con establishing and using charge sales facilities to a greater extent 
suming details in the extension and control of credit Some than ever before ] A. Karcher, Credit Burea of Greate 
established ideas of what was considered necessary in credit 
granting details will probably be in for some streamlining -_— 
Gordon W. Gray, The Cleveland Retail Credit Mens Company I look for a good business year in 1953, in which 
Cleveland, Ohio 
the heavy defense spending of the government will 

x * * keep consumer incomes high, but of less-than-boom 
The most important problem in my opinion is the proportions because of continued high taxes. There 
low level to which a charge account or the extension should be fewer inflationary factors and less govern 
of credit has drepped. By that I mean there seems ment control. Many of the operating problems en 
to be no longer the feeling that the extension of countered in credit and collection departments will 
credit to an individual is a privilege We of the continue, but the tendency in the entire economy 
credit fraternity have been derelict in our duty if at should be toward stabilization.—R. M. Severa, Credit 
any time during these past years we have condoned Bureau of Greater New York, Inc., New York, New 
this. It is our responsibility now to help raise the York 
standards by which we judge the users of credit in x~ * * 
an effort to hold to an income bracket. We should I believe the most important credit 5 
properly evaluate each customer, bearing in mind that clearance of adequately checked credit 
loose extension of credit harms rather than helps bureau service should “safely speed cr 
him. The credit granter is not asking for antecedent slowing them down All credit sales manag 
information in the original application nor is he in- bureau operators should analyze the problem in their own 
quiring into the employment background beyond the spective areas, to the point that cooperation could be im; 
current status. Naturally, we all realize that the and better methods installed to clear credit i 
interviewers who are facing the applicant are not well both in clearances from the store and reports f 
versed in the foundations of credit and that this is a Francis Smith, Credit Bureau of Salem, Salen 


Hlouston ist Texas 
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lit Problem Fore 19.39.32 


The Current Trend 
Of Credit Thought 





—_—_—_——————— 


Opinions of Credit Executives 


The problem credit executives 


inflation 


most important 
in 1953 will be that of 
accounts within their ability to pay. ts uppermost in a 
credit manager's list of “musts Manpower and collections 
will add to our 1953 L. H. Korman, H 
Weber Sons & Company, Zanesville, Ohio 

x* * * 

Our biggest problem is to get retail customers to 
handle payment of their bills as agreed upon. If we 
grant an account weekly terms, the chances are, that 
they will try to talk the routeman into carrying their 
accounts for two or three weeks or possibly a 
month. A growing percentage of our business is 
done with Navy personnel, who are paid semi- 
monthly. We have received innumerable requests 
from them asking that we grant monthly credit 
terms. We try to examine each case on its merits 
and if the circumstances justify it, we are willing 
to go along with the customer's request. However, 
figuring they receive their checks twice a month, we 
feel we should also receive payment for our bills on 
the same basis. I believe the most important prob- 
lem we have facing us in 1953 is getting our cus- 
tomers to pay according to the terms previously 
agreed upon.—John Loos, Foremost Dairies, 
Inc., Jacksonville, Florida 
7 * * 

needs a fortuneteller of the 


confronting 
Irying to keep customers 
always 


also headaches im 


Lhe 
but we can 


answer really 
face the f 
and program tai 
and fitted to our 
so that one does not hinder the 
and deflation, will the most 
related 


Nth degree 


ture with confidence, if we have a 


individual 
trimmed 


wed to our 
locality 


definite policy own 


business needs own and 


other. In my opinion, inflation 
concern due to the 


cause inter 


problem of customer ver-buying of merchant over 
and more comfortably 
ecially if Mr. or Mrs 
With the 


beyond our 


selling The desire to live better 


spurs 
many people on a buying spree, es Jones 


down the 


} 


street, is sporting something new cost of 


nditions, all 
benenht to 


living going up, due to 
control, it will be to 


many « own 


operate rudently 


evervone’'s 
buy what is needed 
David Mayerson, Nueces Furnitur 


Texas 


and pay promptly for what is bought 


Company, Corpus Christ 
* * * 

Even if the consensus is that good times will con 
tinue through 1953, the credit manager is faced with 
important problems. However, to win over competi- 
tion is the most significant. Therefore, it is impera- 
tive that we formulate a strong and well-shaped 
credit policy, and obtain well-trained personnel. Re- 
gardless of the fact that productivity, employment 
and personal income are expected to remain at a 
high level, borrowing is already at an all-time high, 
and an over-extension, either in amount or length of 
time, would indicate slower payment of accounts 
Let us keep our standards from “sagging” for we 
have the opportunity to be-on-our-own in the good 
traditional American way.—Stella Murphy, Citizens 
Savings & Loan Corporation, Chattanooga, Tenn 


blems for 1953 ‘ Vv appreciah! 


While i Lot 


existing « 


ro 
inticipate 


redit 


lure in established 


roductive customers as the trading ea wil 
witl lit 


€ lone existing cre« 


t breaking dowr 
] effort 


and without becoming lax in collection 


a strengthening credit program the aggr 
ahead I G 


Davenport 


another good business 
sen-Harned-Von Maur 
os 7 

How long can this prosperity last? 
even the top economists do not know. Their guesses 
vary from five months to five years. So you have 
your choice of whether we have five months or five 
years or fifteen years before the test. With con 
sumer credit rising at its steepest rate ever, out of 


year 


lowa 


Unfortunately, 


.the experience and knowledge of the past, and the 


The most 


but 


tial of 


list 


have 


anc 
ve 


the 


tre 
th 


manner in 


first 


| 
wh 
acc 
cot 
ret 
go 
by 


Pe 


“ 


“ 


rifcation is 


at all future 


od | 


view, 1953 cannot be viewed with equanimity. There 
is apparent need for greater ability, fortitude, and 
strength in the new era approaching, using caution 
in overseeing greater selectivity in checking closely 
living habits against income. Steady income with 
regular paying habits will furnish credit sales man- 
agers with a people possessing qualifications with an 
awareness of their responsibilities —Mrs. Una M 
Pearson, Pearson's, Fort Smith, Arkansas 
* * * 
credit 


important problem of 1953 is no prob 


rather our tremendous sales 
young 
ved on jobs and come 
effort to 


results 


failure to recognize the 


people, without credit records, wh 


from sound, substantial tan 
made a special stimulate 


found the 
suthcient; i 


this type of 
1 have gratifving In 


others, reports on 


some caees }0 
parents fill out 
cases a guarantee 
rund In 
briefed on the 


antecedent history, and in some extreme 


a responsible individual provides necessary backgr 


cases this type of 


mendous value of 


customer is completely 


building an excellent credit record and 


credit dealings will be based strictly on the 


which she discharges her re 
credit account We 


in how much is due 


ponsibilities to her 


also make wt a definite point to ex 


and to 
explain the 


when payment is made 
charge We 


convemence and can 


lat extent we fee she may 


ount is designed for her only be a 


ivenience if paid promptly each month and the purchases 


nain within a reasonable amount Are ou turning away 


today, and steady « tomorrow 
with people in this gro Ww. o 


Worth 


miness for mtomers f 
not spending 


riick, Meacham’'s 


some time 


Fort lexas 
~*~ * * 

I believe that the problem surpassing all others is 
to maintain a maximum level of charge and instal 
ment sales volume by an aggressive, well-planned and 
coordinated program of credit sales promotion. This 
program should include the use of the most pro- 
ductive methods of promoting credit business. These 
include (1) employee solicitation, (2) direct mail 
solicitation of home owners, (3) conversion of paid- 
up instalment accounts to regular or revolving charge 
accounts, (4) door-to-door solicitation of residents in 
desirable areas, and (5) a series of merchandise and 
institutional appeals to inactive accounts—A. § 
Roberts, Kresge-Newark, Inc., Newark, New Jersey 
~* * 


be another banner year for sales and our markets 


Relations between management and labor 
cordial Any 


robably be for the relief of industr and in 


ill remain strong 


i probably become more revision 


1953 will see continued employment, good 


go down in histor as a good year Lewis 
Roberts & Sons, Inc Ind 
~ * * 

The most important credit problem 
fronts our community is the newcomer. Many peo 
ple are moving into the Quad-City area to work in 
our large farm industrial plants and the Rock Island 
Arsenal. While some of these become permanent 
residents, many do not remain too long on one job 
It is true these people have been checked through the 
credit bureau and on the whole maintain a good 
credit record, but many of them are the typical tran 
sient and so they move elsewhere, leaving no for 
warding address but leaving unpaid bills. The result 
of course, becomes a difficult collection problem. I 
think for any community where industrial plants 
draw workers from other parts of the country, it will 
be necessary to check carefully not only the paying 
habits of newcomers, but also their moving habits 
If it is determined that they are the typical tran 
sient, then extreme care will have to be exercised in 
the amount of credit extended.—Nelle Stombs, Eddie 
Gippert Motor Sales, Rock Island, Illinois, President, 
Credit Women's Breakfast Clubs of North America 
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That Was a Good 


UCCESSFUL retail credit association meetings, or 

any other kinds of meetings for that matter, do not 
just happen. Invariably they result because of hard work 
and careful planning. Those congratulatory comments, 
like the one in our heading, however, are the deserved 
reward to those who produce such meetings. 

The main burden of this essential work and planning 
rests usually on the program chairman and his aides. It 
is for the benefit of those key retail credit association peo 
ple that this is written. 

It is not the easiest thing in the world these days to 
induce busy credit people to attend meetings. Because 
they are usually capable folk, active in community and 
civic affairs, heavy demands are made on their time and 
attention. The difficulty of securing good turnouts is 
evidence ed by the numerous requests we receive at the 
National Office for suggestions to make meetings lively, 
interesting, and well attended. 


Successful Meetings Are Essential 


There is no doubt but that successful meetings are 
essential to the healthy growth of local associations. “The 
problem is, therefore, what can be done to make meetings 
so attractive that they become regarded as every credit 


granter's “must” and achieve high-level attendance time 
after time? 

Perhaps these suggestions will help: One key word 
is planning. Instead of the usual quick luncheon meeting 
of the Program Committee about a week prior to the 
event resulting commonly in desperation decisions, a 
better way is to spend quite some time at the beginning 
of the season blocking out a broad program for the entire 
year, 

The program committee should decide on a series of 
‘specific themes for each meeting, and an over-all general 
The themes should be definitely re 
Most people 


theme for the year. 
lated to retail credit and collection work 
nowadays have ready access to authoritative information 
on practically every subject imaginable, as well as ample 
topflight entertainment. Retail credit associations, there 
fore, fulfill their most important purpose, and become 
more valuable to those attending, if meetings are in gen 
eral confined to retail credit and related topics 

Several associations successfully do this advance plan 
ning. ‘They decide in broad outline the year’s program 
Chen several of them prepare attractively printed bro 
chures, showing dates and topics of the meetings. Even 
if the speakers cannot be definitely named when the 
brochure is printed, the list of subjects will appeal to 
members. If this tentative program is combined with a 
complete membership roster and names of officers, dire: 


tors, and committee members, it becomes a valuable book 
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Meeting You Had, John! 


let the credit granter can keep before him for reference 
during the entire year 

One retail credit association rotates the principal re 
sponsibility for each meeting among the various indi 
viduals on the program committee. A secret committee of 
judges, previously picked by the president has the task 
of selecting the most outstanding meeting of the year 


based on a system of points. 


A small cash award is made 
to the committee member handling that particular meet 
ing. ‘The idea seems to have merit and be worth trying 

Several associations allow the Credit Women’s Break 
fast ( lub to take complete charge of one meeting, handle 
all the details in connection with it, including presiding 
by the Club’s President and honoring of any special 
women guests. Such meetings invariably arouse con 
siderable interest and are uniformly successful 

Another association appoints all the new members of 
the preceding year to be a special program committee 
ind be in charge of one meeting Along that line one 
program chairman points out that naming newcomers to 
committees as rapidly is possible increases their interest 
and makes them feel thoroughly at home in the association 

( Ine experienced program ch lirman suygests propr im 
insurance.” ‘The idea is to have a program lined up 
but held in reserve should a scheduled speaker be unable 
to appear. This “reserve” program could be one of the 
local panel discussion type with certain members being 
prepared to pinch-hit at short notice. 

After the preliminary planning is accomplished and the 
topics for the year selected, the next step is to secure the 
most competent speakers available to present those topics 
Thus the program is built around the topic wherever 
possible. Instead of just asking a speaker to talk on a 
general topic we think it better that a qualified person be 
assigned a definite subject in his field of experience and 
confine himself to that subject This, of course, is not 
ilways feasible but many times it wil ind will lead 


to better meetings. 


Suggestions for General Planning of Meetings 
Here are a few suggestions for general planning of 
meetings 
1. Talk on current business trends by qualified economist 
’ Three ten-minute talks by members on selected mate 
rial appearing in the latest Crepir WorLp 
Three ten-minute talks by members on “My Most 
Successful Credit Sales Promotion Device 
Three ten-minute talks by members on “My Most 
Successtul Collection Device 
Chree ten-minute talks by members on “How I Get 
the Most Out of My Bureau Dues 


} 


Three ten-minute talks by members on “What the 





Credit Association Means to Me in My Particular 


Business.” 
All 
answer period of about thirty minutes 
The widest possible 
public ity should be given to association meetings Mate 


rial concerning speakers and topics should be given to 
advance and in such 


the above could be followed by a question and 


Our next key word is publicity 


in 


readily print 


the Publicity Committee well 
torm that newspaper editors will the stories 
Consumer credit is news these days and material proper! 


prepared will be welcomed by newspapers 
Members should be notified of coming meetings two 
with a up two three da 


Teams should and 


weeks in advance tollow Y s 
before the meeting be selected as 


signed groups of names for them to call on the phone 


each month to insure attendance. Small cash prizes can 


be awarded to the two or three most successful attendance 


teams. 


Publicity after the meeting is also important in keep 
Association before the general public Assign 
with a bent for writing to prepare the “story 


ing the 


member 
the meeting” and to see that it gets to newspaper desks 


or local papers that 
publicity should be exploited to achieve maximun 


night Every possible avenue of 


nte¢ 
est and attendance 


Another 


are 


In planning 


the 


programmina 


kev word is 
should be taken not 


otten made is crowding 1 


to overload pro 


meeting ¢ 
\ mistake 

rial Many 
layed in presenting their important messages until mucl 


prel 


True h 


ce 


n too 


times the speaker or speakers are 


less important iminary activity is disposed 


relatively 

of. As 

should be done in Committee 
Introduction of should 


of gifts 


much as possible of the association’s detail work 


guests be briet and snappy 


meetings 
veake r is 


get 


annual 


Your sf 


important Try 
is possible before the audience is mentally weary 


he 1 


presentation such as at 


briefly and the responses equally so 


the 


the 


most figure at meeting to hin 


on early 


ind “‘seat-sore and betore too ws rende 


the tiresome preliminarie 

Pre 

ing a speaker 

duction should cover these four points and only these 

1. Why 

’. Why this subject is important to this 
Why this subject is important at th 
Why this ially qualified to discuss 


this subject 


b 
| introdu 


ofhicers should 


tl 


tew 


iding cultivate the art of 
Compressed into a words the intro 


subject is important 


this 
audience 


tine 


speaker Is 


Such introduction, omitting the custon 


ind superfluous comments about his o 


set the 


in 
T her 


ments, will adequately st 
make the presentation will conserve valuable 


time 
The 


ofhcer 


ide the pr 
ble 


know ind 


should pro 


ind 


should 


program chairman 


timeta 


th a prepared agenda 


the 


void 


W 
the chairman of mecti 
forth to 


as to what comes next 


ever 
should be set those awkward pause 


uncertainties 


The speaker should be told in advance how long 


or she has in which to present the subject 
about 30) minute 


most audiences prefer talks limited t 


The day of long-winded orations and lengthy 


Is past 
Ag 


dent who successfully tried this 


from one association {| 


\t ear h 


ood suggestion comes 


meeting a { 


Please Mention The CREDIT 


Nowada\ 


progran 


ously appointed member rose atter the speaker had con 
and behalf of the thanked the 
for his efforts and briefly on 


He found that speakers really enjoyed this and 
the pertunctory 


< luded, on association 
commented the 


speaker 


address 
customary 


appreciated the relief trom 


comment of the Chairman 

The key 
importance that 
to 


final word is promptitude 


} 
close on 


eftort 
’ 


only to De 


meetings open ind 
to be at the 


discouraging those who make an 
ippointed place at the appointed time con 


a considerable period betore 
officers should 
scheduled even 
Atter } 


to 


pelled to wait the formal 


t on 


rh 


proceedings begin Presiding inst 
meetings beginning at the hour tl 
few su 


that 


only a scant few are present 
realize 0 


had be 


with 


ences, the members will come 
means 6:30 p.m. and that they tter 


I 


noon meeti 


the lin 


¢ ivel Especially is this true 


Every effort should be made to conserve 


ible time members attending 


surnment of even 


, 
In these insportation problems and often 
meeting places to residences i 


time shoul 


distances tron 
t t 
ind 


rnment ld be se 
| if “ ide ind 


pians ii 


vredient o 
Pul 


sul 


ust some 
wmninea 


While 


might 


tion meeting 


ind Pr 
—_— 


dy 


1 
timutate 


mptitude is 
whole questi they your 
rou’ 


uu better 


*** 


thinkine and thus be 


meetings 


CREDIT MANAGERS 


for the speaker to 


KELLOGG SWITCHBOARD AND SUPPLY COMPANY 
Dept. 14-3. 79 West Monroe Street, Chicage 3, IIlinels 








EDI 


Consumer Credit for November 

Consumer instalment credit outstanding increased 311 
million dollars during November to an estimated 15,883 
million at the end of the month. This November expan- 
sion compares with a gain of 75 million dollars in 1951, 
a decline of 83 million in 1950, and an increase of 275 
million ia 1949. Installment sale credit outstanding on 
November 30 was 257 million above the level of October 
31. The increase during the month reflected gains in 
automobile and other sale credit of 152 million and 105 
million dollars, respectively. Instalment loan credit out 
standing increased 54 million dollars. Charge accounts 
outstanding increased seasonally during November by 171 
million dollars. Total consumer credit outstanding on 
November 30 was estimated at 22,798 million dollars, 
510 million above the preceding month-end and 2,809 


Federal Reserve Board. 


million above a year earlier. 


Tide Water Promotes Three Credit Executives 

A. A. Hock, General Credit Manager, Tide Water 
Associated Oil Company, Western Division, has an 
nounced the promotion and new appointments of three 
credit executives. William F. Matson, 
Field Accounts, San Francisco, Calif., 


Manager of 
has been named 
Assistant General Credit Manager, succeeding Walter 
V. Woodin, who recently retired from the service of the 
company. Walter J. Diehl, District Credit Manager, 
Seattle, Wash., moves to the San Francisco General 
Offices to take up new duties as Whalesale Credit Man- 
ager. Francis M. Walkup, Assistant Credit Manager 
of the Sacramento District has been transferred to 
Seattle as District Credit Manager. 


Make Your Hotel Reservation Now 

It is not too early to make your hotel reservation for 
our 39th Annual International Consumer Credit Con 
ference to be held at The Roosevelt Hotel, New Orleans, 
Louisiana, June 22-25, 1953. Reservations should be 
sent to Roland Ruiz, Chairman, Hotel Committee, D. H 
Holmes Company, Ltd., 819 Canal Street, New Orleans 
3, Louisiana. 


H. S. Barnes Retires 
H. S$. Barnes, District Credit Manager, Continental 
Oil Company, Fort Worth, Texas, and a member of the 
N.R.C.A. since 1931, retired recently. G. B. Wilhelm 


Jr., has been elected to succeed him. 





For Sale 


Anderson County Credit Bureau, Oak Ridge, 
Tennessee. ‘‘The Atomic City.’’ In operation 
since 1949. Member N.R.C.A. and ACB of A. 
Approximately 40,000 master cards in file. 
Population over 35,000 with immediate pros- 
pects of 5,000 expansion. Other business in 
terests reason for selling. Address all inquires 
to Credit Bureau of Anderson County, Dental 
Bidg., Oak Ridge, Tennessee. 
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= FLASHES — : 


Coming District Resins 


District Three (Florida, Georgia, North Carolina 
and South Carolina) and District Four (Alabama, 
Louisiana, Mississippi and Tennessee) will hold a joint 
annual meeting in conjunction with the 39th Annual In 
ternational Consumer Credit Conference of the National 
Retail Credit Association, The Roosevelt Hotel, New 
Orleans, La., June 22, 23, 24, and 25, 1953 

District Five (Ohio, Michigan, Ontario, Canada 
and Kentucky) and District Thirteen (Illinois, In 
diana, and Wisconsin, except Superior) will hold a joint 
annual meeting at the McCurdy Hotel, Evansville, Ind 
February 22, 23, and 24, 1953. 

District Six (lowa, Minnesota, Nebraska, North 
Dakota, South Dakota, Superior, Wisconsin and Mani 
toba, Canada) will hold its annual meeting at the Martin 
Hotel, Sioux City, lowa, February 22, 23, and 24, 1953 

District Seven (Arkansas, Kansas, Missouri and 
Oklahoma) will hold its annual meeting at the Connor 
Hotel, Joplin, Mo., March 15, 16, and 17, 1953. 

District Eight (Texas) will hold its annual meeting 
at the Rice Hotel, Houston, Texas, May 17, 18, and 19, 
1953. 

District Nine (Colorado, New Mexico, Utah and 
Wyoming) will hold its annual meeting in Ogden, Utah, 
Hotel Ben Lomond, April 12, 13, and 14, 1953 

District Ten (Alaska, Idaho, Montana, Oregon, 
Washington, Alberta, British Columbia, and Saskatch 
ewan, Canada) will hold its annual meeting at the Em 
press Hotel, Victoria, British Columbia, Canada, May 
17, 18, and 19, 1953. 


OOOO O+O+ S++ S++ O+O+O+O+O+ oe: 


L. M. Karpeles Promoted 

Leo M. Karpeles has been promoted to one of the Vice 
Presidents, Burger-Phillips, Birmingham, Alabama. He 
was for many years Credit Manager of the store and in 
1938-39 President of the National Retail Credit Associa 
tion. He is a member of the Quarter Century Club of 
the N.R.C.A. and is also an honorary life member of the 
Association 


Arthur A. Cote Joins Craig Files 

Arthur A. Cote, 
Houston, Texas, has joined Craig Files, a Division of 
Craig Machine, Inc.., 
and sales representative 


formerly credit manager, Foley's 


Danvers, M ussachusetts, as systems 





—Position Wanted— 
Crepir MAanacer—Orrice MAnaGcer. Eight years’ 


experience as credit manager piano and musical instru 


ments store with nine branches; seven years credit man 


ager department store; 


14 years manager and co-owner 


credit bureau in city of approximately 70,000 population 
Aged 54. 
Wor.tp 


> 


Excellent references. Box 2532, The Crepit 





N.R.C.A. Booklet Considered 
Valuable Collection Aid 


The little booklet, The Good Things of Life—On 
Credit, published by the National Retail Credit Asso 
ciation, has received widespread acceptance. It has been 
used effectively by many kinds of business firms and for 


many purposes throughout the nation 


H. E. Rogier, President, The First National Bank, 
Vandalia, Illinois, reports his successful experience with 
the use of this inexpensive booklet in collections. Mr. 
Rogier points out that when his bank first started in the 
instalment business in the area it was discovered that 
many people had been spoiled by lax credit and collection 
methods. The bank's first objective, therefore, was to 
impress upon those who incurred debts that they must 
pay on time in order to build up and preserve good per 
sonal credit standings 

Mr. Rogier believes that The Good Things of Life 
On Credit clearly and effectively brings out the ad 
vantages of using credit wisely and paying bills promptly. 
He feels that the booklet has improved the bank's colle: 
tion percentage to a marked degree 


The booklet is included with the first, second and 
third collection notices sent out on past-due instalment 
accounts. After the third notice remaining unpaid 
amounts are given personalized collection attention. ‘The 
booklet has reduced the number of accounts needing that 
attention 


An attractively printed credit card is given by Mr 
Rogier to his prompt-pay customers This credit card 
is signed by him as President of the Bank, and bears the 
statement, “/ssued to Mr. John Doe who has earned a 
high credit rating with this bank and is entitled to special 
credit accommodations.” Along with the credit card 
goes a cordial invitation to use the bank for any credit 
needs. 

Mr. Rogier says that he has not found anything as 
effective as The Good Things of Life—On Credit booklet 
and plans to continue its use indefinitely even though 
some customers might receive several. The fact that he 
has purchased 6,000 booklets since February, 1952 
eloquent testimony to Mr 


is 
Rogier’s satisfaction with 
them as used by his bank 


“—> 


Christmas Party at Los Angeles 


Che Credit Women's Breakfast Club of Los Angele 
Los Angeles, Calif., held their annual Christmas party 
at the Mona Lisa Restaurant, December 10, 1952. The 
party was presided over by Joyce D. Howard, Securit 
First National Bank, President of the Club. Some fort 
women were in attendance and in addition to the « 
change of gifts with each other, numerous other gift 
were gathered by the Club for a needy family. The first 
of a series of educational programs was also presented at 
\ 
Koverman, Desmond’s, President, District 11, National 
Retail Credit Association; R. D. Roberts, Union Oil 
Company; and James W. Scott, Retail Merchants Credit 
Association of Los Angeles 


this meeting by the advisory board to the Club: J. 


wooo'’s RMAS* 


The Friendly Personal 


Door-to-Door 
Solicitation Service 


OFFERS YOU: 


A controlled number of new 
charge customers DAILY- 


WEEKLY-MONTHLY. 


A controlled number of new 
charge customers at a _ con- 
trolled cost. 


A controlled number of new 
charge customers from pre- 
selected areas. 


Daily reports on causes of cus- 
tomer satisfaction or dissatis- 
faction. 


A permanent, economical, prac- 
tical program for continually 
increasing charge sales. 





25 New Charge Customers 
A Day Means $625,000 
A Year In Sales Volume 








A. J. WOOD & COMPANY 
1518 Wainut Street, Philadelphia 2, Pa. 
*The Research Method of Account Solicitation 
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ARD BERRY 


HE ADVANTAGES of using printed notices for 

routine collection follow-up have been discussed 
several times in this column, and elsewhere. Gradually, 
it seems, the use of the all-too obvious “form” collection 
letter, often wordy and tiresome, is giving way to a 
streamlined procedure of brief, easily filled-in printed 
reminders. Many credit executives, plagued by need 
for expense reduction and handicapped by personnel 
shortages, have increased the use of such notices in order 
to maintain collection goals. 

When first used years ago, these collection reminders 
were almost invariably printed on white stock and with 
black ink and were stiffly formal. Recently we observe 
more use of color in both stock and in ink; some of these 
reminders are highly artistic. Some are humorous, and 
some even gay. This raises an interesting point: does 
the use of color, design, and informality increase the 
effectiveness of collection reminders ? 

As to color, the collection notice illustrated on the 


opposite page, used by Cottrell’s, is printed in a soft shade 


of green which is soothing and reassuring. ‘This is one 
of a series of five, each a different color. Different colors 
are employed until we get to the “last” one, bright red! 
Ihe wording of this final notice is similarly strong—‘‘We 
must have a satisfactory plan for the liquidation of this 


pees 
account immediately! 


The startling color matches the 
urgency of the communication and should “alarm” the 
customer. 

There is no doubt about the fact that color has an 
effect on people. Much has been written on the subject 
Colors arouse emotions, favorable and unfavorable 
However, to the best of my knowledge, few specific and 
controlled tests have been carried out to determine if the 
use of color or devices on collection reminders brings in 
the money faster or easier And, another point, what 
effect do such notices have on public relations? 

Customers are important people these days. We need 
every bit of additional credit sales volume we can get 
We also need prompt payment. Capital tied-up in slow 
accounts receivable means idle dollars. Idle dollars mean 
lost profits The problem is, as it always has been, how 
to get the money in the shortest time with least possible 
customer resistance 

If we can employ psychological devices and appeals to 
better accomplish our purposes, we are that much ahead 
Color might be one such. Anyway, we would like to 


find out. Without doubt many members have definite 
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ideas on the subject. Perhaps some have even conducted 
controlled experiments, and thus possess reliable data. 
We would like to know about both your ideas and your 
tests. Please write to us. We will gladly devote space 


to the replies. 


This Month’s Illustrations ™—» 


Following along with the theme of our commentary 
this month we have selected nine printed collection notices 
from our Letters Books. The large number of illustra 
tions prevents us from mentioning each store and credit 
sales manager individually as we usually do. However, 
members will readily recognize the fine stores from which 
these forms come. The selections were made to show 
a variety of forms used and also for geographic location 

Six of the forms are printed on card stock, and en 
velopes must be addressed for them, unless they are en 
closed with regular monthly statements [wo of the 
six specifically mention the amount due Three deal 
with partial payments, expressing thanks for the payment 
but urging payment ot the remaining balance One, used 
by Halle Brothers Company, Cleveland, Ohio, provides 
space for an analysis of the past-due balance month by 
month 

Loeb’s, Inc., Lafayette, Indiana, uses a series of three 
collection reminders, of which this is the first They 
are Curtisee Mailers, a return self-addressed envelope be 
ing part of the mailing piece 
the use of the National Retail Credit Association emblen 


We are pleased to notice 


In our opinion the emblem gives prestige and adds 
ettectiveness of collection notices. 

The form used by J. L. 
Nebraska, is printed on paper stock, and used with a 


Brandeis and Sons, Omaha 
window face envelope. As it refers to the “brought for 
ward” balance on the statement previously sent to the 
customer, the form can be used at any time during the 
month. The color of this particular form is pink 

Mention of the collection forms used by Cottrell’s 
Denver, Colorado, has been made in the commentary 
Just want to add this word of explanation here Vhe 
torm is of the fold-over type with the message on the 
inside, and designed for use with a window face envelope 

All these nine collection notices possess considerable 
dignity. They are worthy representatives of fine stores. 
Without doubt they collect money and preserve good will 
They show a variety of treatment and personality. And 
perhaps most important, they can be easily filled-in by 
almost anyone in the collection department 

We hope that our members find these illustrations to 
be interesting and helpful. Perhaps also many of vou 
will be stimulated to send samples of your own collection 
forms and notices to us. Our New Orleans Conference 
is in June, and we would like our Letters Books, shown 
in our booth there, to include a really wide representation 
of credit and collection communications Vany thanks 


for your cooperation 








Bo doubt there is some good reason why the 
amount of $29.3 
recent statement has not been paid in full. 
Perhaps, some temporary condition has prevented 
you frow saking paywent according to terme of 
30 days. If so, we would appreciate hearing 


earried forward on your 


from you soon. 


/ Matinee You 


for your remittance of port of the amount dve on your 
occoumt 

Hf the balance is m order for payment, your further attention 
to thes moter would be apprecoted 








» oe de 
Motemen 


be aperecceted 


The Halle Bros. Go. 
Cnn @ 








We thank you for your payment received covenng & porton 
of your account, and we to inquire if there is any error oF 
complaint regarding the balance. If so, we shall cheertully make 

adjustment 


any necessary correcbon or 


You will doubtless remember thet 
hd cach U actounts are payable in 


). GOLDSMITH & SONS CO. 5 











COTTRELL’S The Wan's Store 


(Customers are often 
VERY BUSY PEOPLE 
963.2 








Bel 








Your goodwill! end patronage will sheay: be our most valuable 
sect, We went te take this eppertunity te thank you fer the 
recent remittence which has been applied te your sccount 


However since it did met cover the amount dus your hind 
attention and turther remitionce will be greatly appreciated 
































Good Morrung 
We Thought You Would Appreciate 
remunde: that your charge account =m arrears No dowtt @ 
that your remuttence hasn't been maded 


Ht your check is already in the mal, p 


Balance 952.5) 
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Flew Orleans—My Booming Town 


STANLEY C. SCHULKENS, Credit Manager, LaBiche’s Inc., New Orleans, Louisiana 


EW ORLEANS, truly America’s most interesting 

and most progressing city, will become host for the 
39th Annual International Consumer Credit Conference 
this year June 22 through June 25 with the 
Hotel becoming Conference Headquarters. In view of 
the fact that I am a native Orleanian I will endeavor to 
acquaint you with a bit of history and events along with 
the great industrial prosperity we are 


Roosevelt 


now enjoying 
Our city is the Deep South's greatest in population and 


business, and offers the contrast of an old and a new civili 


zation. It is perhaps the only city in this country that 
gives the visitor the feeling that he is both in the United 
States and out of it. It is truly an American city, but 
more than any other city, it offers 


atmosphere. 


a distinct toreign 


It was founded by the French in 1718, and later the 
Spanish helped to develop it. So, when in 1803 New 
Orleans became an American city, it possessed a well 
established civilization, steeped in the Latin tradition 
Much of that tradition has been preserved to this day 
Many of the scenes and settings of the romances and 
tragedies of old likewise have been preserved and visitors 
can still feel the influence of early Creole period 

No other city in this country is like my native Dixie 
land. It offers more varied types of interest 


than any 
ether city in the United States 


It is modern and pro 
gressive, ancient and antique If one likes history 
romance, New Orleans has it. 


and 
If one likes the hum and 
throb of business and industry, she has that, too. If one 
likes natural beauty, the city abounds with it And if 
one likes superb food and recreation, New Orleans excels. 

During the French and Spanish dominations, which 
started in 1718 and ended in 1803, French and Spanish 
influences combined to develop the Creole architecture 
which is typical of the Vieux Carre, now 


popula 
known as the French Quarter. ‘Then the 


Ameri 


came, and ostracized by the Creoles, dev own 
city above and below the Vieux Carre. ‘Thus, in New 
Orleans can be found two cities with distinct personalities. 
One is Latin and the other American The old city is 
noted for its fancy iron-trellised balconies, its lovely 
patios, myriad-shaped roofs, narrow streets and its pe 


culiar architecture. Re-echoing from it are the deeds of 
the Lafitte pirates, of the Baroness Pontalba, of Paul 
Morphy, the chess wizard, of Andrew Jackson, Paul 
fulane, Adelina Patti and so many others 

But to the visitor, our modern city holds as much in 
terest as does the old one. Nothing could be more im 
pressive than a drive along the miles of docks which line 
the river front 


From this scene of physical activity, it 
is just a jump of only a few blocks to the 


activity of the offices of business and industry. 


executive 
The Lake 
Pontchartrain resort area, the huge Mississippi River 
Bridge, Moisant International Airport 
Spillway are but a few of the modern monuments to 
progress which modern New Orleans has erected 

For a long time, New Orleans was characterized as an 
Old World mystery hiding behind a laughing mask because 


Bonnet Carre 


of its many historic landmarks and of its famous Mard 


st 
Gras. But today, New Orleans is essentially a business 


city, with the port serving as its principal industry 
also an agricultural city, in that it serves as a se 


shipping center for the agricultural produc ts of 


It is an industrial city, as well, with many hundred 


reas 
plants producing a wide diversity of products 
Ihe main economic lifeline is the port which is second 


in the United States in value of foreign commerce, with 


exports and imports annually having a valuation of close 
to $2,000,000,000 


It is the ocean gateway tor the Mid 


Continent area of the United States 


which has 55 per 


cent of the country’s total area, 4] per cent of its popula 
tion, which accounts for 58 per cent of the country’s total 
income from crops and livestock 
and which is responsible for 30 
per cent of the value of manu 
tactured products. Thus, New 
Orleans tl ocean gateway 
tor more in half of the coun 

most productive 
area in the country 


lo handle the world trade 


this grea d-Continent 
New Or 
plied port facilities that are 
‘cond to none in the United 
These fa t have a 
valuation of $320,000,000 and 
they include more than 11 miles 
of wharves equipped with many 
types of mechanical devices. No 


other general cargo port, any 





where else in the United States 


has advancec ar in the 
A PLANTATION home which is typical of the many old homes to be found in and near las advanced far in a 


New Orleans. 
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mec hanizing of the cargo har 





dling and tiering. It is no wonder, then, that the records 
of the United States Army indicate that the facilities of 
the Port of New Orleans accounted for lower-cost and 
more efficient operation during World War II than at 
any other port of embarkation in the United States 

In the field of aviation transportation, New Orleans 
ranks as one of the major terminals of the world. The 
New Orleans air pattern not only includes routes to the 
important cities of the United States but also 
across the Gulf of Mexico and the city is recogn 
the air hub of the Americas 

Another important economic factor enjoyed by New 
Orleans is the iwailability of raw materials Louisian 
is a natural storehouse of such materials, including 
sulphur, natural gas, limestone and salt The state ha 
extensive forests produces most of the fur bearing ann 
trapped in the United States, has extensive seafood in 
dustries. In addition, the position of New Orleans a 
major port enables it to draw upon the world for a con 
stant source of raw materials not produced in this cour 
try The rapidly increasing populatior 
States and the proximity to the prosperous 
Latin America give assurance of growing 
New Orleans industries 

Negotiati: ns are under way at the present time tor 
the banks of the mighty Mississippi to become a chemical 
empire. Our booming city is accomplishing the follow 
ing The Delta Match Plant costing $2, million, the 
$2 million International Harvest Plant, two giant plants 
the American Cyanamid Company and the Lion Oil Co 
Others represented in our ever growing industrial city 
are the Lone Star Cement Co., Chrysler Corporation 
Kaiser Aluminum, Red Star Yeast and American Rad 
ator and Standard Company 

To aid in the promotion of foreign trade and to cement 
closer friendships with other nations, New Orleans estab 
lished two new, unique institutions. One of them is 
International House, which is serving as a meeting place 
for the peoples of the world And the other is Inter 
national Trade Mart, where the products of the world 
are being displayed and scld. 

But our city has ambitious plans for the future LD hese 
include the construction of the tidewater channel to the 
Gulf, a new bridge or tunnel over or under the Missis 
sippi in the business section of the city, a causeway across 
Lake Pontchartrain and a $50,000,000 civic improvement 
program, featuring the construction of a new union pa 
senger terminal and the elimination of grade crossings 

Today our city is growing and expanding as it never 
has before, for besides the growth of industry, ambitious 
programs of construction are under way to meet the ever 
increasing demand for new homes. While the old archi 
tecture of the city has left a permanent stamp of distin 
tion and individuality, the modern buildings in New O: 
leans are making history too because they all seem to 
retain the decor, charm and warmth so symbolic of 
“America’s Most Interesting City.” 

Our city is often called a map of merriment and op 
portunity and also known as “The Crescent City,” named 
for its sweep of river shaped like a wide, warm smile 
our zest for entertaining its guests and citizens is known 
as inexhaustible; but New Orleans goes to work in the 
morning, one of the greatest of world seaports and a 


growing leader of the industrial South Your visit 


de a thoughttul look at 
is its sleeves rolled up and proud 


wints of 
pom ' 


ind mtorma 
ind airplane schedules and 
“ tur ished on request 
} S leven 1 { a 
It las been cleven long years since you ine credit 
held an International Credit Conterence in our 


wait your attendance to this inter 


tin Conterence planned for you which we recommen 


i MUST on your 1953 calendar for it will enable you 


joy a fine Credit Program and to see a city that care 


rgot but one that you will never forget Vay we see 


guests in our ¢ scent Caty June 22-25 


eee 








Wanted 
CREDIT BUREAU 


Preferably in city with a population 


of 150,000 to 1,000,000. Am interested 
in purchasing either private or mer- 
chant-owned bureau, especially if serv 
ice may be improved through additional 
capital and a reasonable return may be 


expected from investment. 
All replies to this ad will be held in 
strict confidence. 
Box 2532 
The CREDIT WORLD 
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“Consumer Credit” 


(Begins on Page 14.) @e 





Remedial credit has two principal purposes: (1) to meet 


sudden unforeseen drains on the purse; (2) to gather 
together-and pay up old accumulated debts. It does not, 
or should not, apply to those persons who are steadily 
getting farther and farther behind and who have no 
chance of working their way out of their troubles. They 
need public assistance or charity. 

Credit is useful only to those who can in the long run 
make their way. For them, it serves as an equalizer, it 
spreads their income over the thin spots. Banks have 
always been ready to lend money to individuals or con 
sumers provided that the security offered was tangible 
and readily saleable or that some person of substance was 
willing to assume responsibility for the risk. Security 
of this kind was often beyond the ability of the average 
wage earner. 

Thus, there developed a type of small sum money 
The “loan 
shark's” charges were limited only by the borrower's 


lender who exploited the borrower's need. 


capacity to pay and the degree of desperation to which 
he had been forced. Early in this century the Coopera 
tive Credit Union came into existence to serve the needs 
of workers in smaller communities where other credit 
agencies were lacking. Briefly, these are associations of 
individuals having some common interest usually of either 
employment or residence. They save their money 
through regular contributions to a common fund and 
make loans to their members as needed. 

It became apparent through studies in the United 
States, which were conducted by a social agency, that 
semi-philanthropic lenders alone could not serve the need 
After several years of studying the problem their recom 
mendations were adopted and the Uniform Small Loan 
Law became effective in most of the States in the Union 
This law was designed to provide for rates of charge 
which would allow the minimum profits necessary to in 
duce legitimate lenders to provide an adequate loan 
service. The cost of the loan is fully disclosed to the 
borrower in advance and the practices of licensed lenders 
are strictly supervised. 

Since 1940 the Canadian Small Loans Act has been 
in effect in this country. Its terms are patterned after 
the Uniform Small Loan Law in the United States, and 
took into account the experience gained there The 
charges of 2 per cent per month on the outstanding 
monthly balance permitted on instalment loans of $500.00 
or less are the lowest yet fixed anywhere in the world. 

Cost. Credit is not free. The lender is parting with 
something of value to him; furthermore, he incurs some 
risks and expenses in the process. ‘Theretore, he has a 
right to expect payment. On the other hand, the bor 
rower is receiving something of value and should expect 
to pay for it. In the long run, the cost of credit to the 
consumer must be determined by the costs that lenders in 
cur in giving the credit. For among lenders as in other 
lines of business, competition tends to drive prices down 
to the cost of operation plus a reasonable profit 

The man who lends you $100 for a year or the met 
chant who consents to wait a year for you to pay for a 


$100 purchase could be using the money to good ad 
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Vantage himself. He could invest it in some business 


and be getting a return on it; the merchant could buy 
more goods which he would then have available for sale 
at a profit. He cannot do this, however, until you pay 
him. Therefore, he will not postpone payment of his 
money unless there is some advantage or some payment 
which persuades him to do so. This payment may vary 
with business conditions and with the risk involved. The 
risk varies with the kind of security provided 

The dictionary defines security as: freedom from fear, 
protection, certainty, pledge. Freedom from fear is what 
the security should mean to the lender or creditor. Free 
dom from the fear that he will lose his money, that the 
borrower will fail to keep his obligation. He wants 
protection against loss, the certainty that the loan will be 
repaid, a pledge, 


asset 


usually represented by some tangible 


In Canada, Government bonds are considered the best 
security since the possibility of being unable to obtain 
full value for them is very remote and their market value 
fluctuates very little. Banks make loans on these bonds 
it 3 per cent per annum but on common stocks whose 
value fluctuates, or on bonds of companies, a higher rate 
is charged. 

It will thus be seen that one factor which influences 
If the 
security is of a kind which fluctuates very little in value, 


the cost of credit is the kind of security offered. 


the creditor knows that no matter at what future time he 
may have to sell it, the value will have changed very 
little. If, however, the security is subject to considerable 
fluctuation he will have to protect himself by giving close 
If that value goes be 
low the amount of the credit he may ask the debtor to 


attention to its day-to-day value. 


give him additional security. 


Cost of Different Types of Credit 

Another factor which influences the rate is administra 
tive expense and this is the factor which causes the great 
est variation in the cost of different types of credit. Sup 
pose a well-established prosperous business firm comes to 
a bank for a year’s loan of $10,000. The manager brings 
a carefully prepared statement showing the condition of 
the business. The firm’s credit rating is excellent. The 
loan can be arranged with little bother and the cost per 
dollar of making and administering such a loan is small, 
probably less than one cent on each dollar. Now sup 
pose that another man wishes to borrow $100 The 
lender does not know his character or capacity to repay 
here must be some investigation, and consultation with 
the lender. He arranges to repay the loan in 12 monthly 
instalments. This calls for a good deal of bookkeeping, 
Naturally, the 


administrative cost per dollar on such a loan is high. 


notices to be sent, entries to be made 


The difference would simply represent the difference 
between wholesale and retail costs. From these two 
illustrations, it should be plain that there are wide vari 
ations in the cost of credit depending on the kind of serv- 
ice rendered 

There are some people whose idea of credit, to say the 
least, leaves something to be desired. ‘They are what | 


would call, “surface thinkers’ when they think at all 











“Credit Problems” | 


(Begins on Page 16.) J 





Opinions of Management 


It seems to me that retailers must continue their aggressive 
policy of soliciting new charge account customers during 1953 
In addition to this, I believe that due consideration must be 
given to many charge accounts which have been added to our 
ledgers over the past two years and which are not as active 
as they might be. Permanent budget accounts, revolving ac 
counts, and instalment buying are becoming more and more a 
general pattern and attract many people who were formerly 
unwilling and unable to get credit. On the negative side of 
this expansionistic approach is the fact that we must be more 
alert than ever to hold down excess buying over agreed limits 
and to encourage people to meet their obligation in accordance 
with contract. Both attitudes and procedures must be directed 
toward this end.—Richard H. Rich, President, Rich's, Ine 
Atlanta, Georgia 

& f= 
Personnel is the prime problem for 1953, as it has 
been for several years past. A recent Dry Goods 
Economist survey again points up the fact that 
proper personnel selection, training and supervision 
are the keys to a satisfactory credit operation, out- 
weighing in importance new machines and methods. 

With higher labor and supply costs, longer payment 

periods and ever-widening competition for credit 

sales, a profitabie operation is more and more de- 
pendent upon finding a satisfactory solution to the 
problem of personnel. Careful screening of pro- 
spective employees, by intelligent interviews and ap- 
propriate testing, even in tight labor market, is 
needed. The use of visual training aids, job specifi- 
cations, and operation manuals should be part of the 
program. Work standards, quality control and wage 
incentives will help production. A definite need for 
supervisory training exists. Customer contact per- 
sonnel, particularly, must be made cognizant of the 
value of a customer and trained to build good will 
and sales volumes. In short labor supply areas, the 
use of part-time and evening hour personnel may be 
necessary. This personnel is frequently found to be 

of much better quality than the average of current 

full-time employees. Even if you successfully accom- 

plish the foregoing objectives, you can still fail if 
your working conditions and human relations policy 
are not geared to retain the emvloyees after training 

Getting results is dependent in the final analysis upon 

how successfully you get along with others —J. C 

ee Pullman Trust & Savings Bank, Chicago, 

llinois 


ind they do not look at the insides of a proposition. They 
only look at credit as an easy means of acquiring things 
for a small amount of money. They do not look far 
enough ahead to see that when they made their down 
payment only a part of the transaction has been com 
pleted.’ The rest of the transaction, upon which their 
continued possession of the article depends, necessitates 
that a portion of each month's future income be set aside 
to satisfy the obligation they have assumed 

The man who buys goods so long as he has money 
enough in his pocket to make the down payment makes 
things dificult for himself and his creditor He als 
makes it difficult for all others who would use the 
credit but must first satisfy the merchant or lender of 
their credit worthiness 

Benjamin Franklin is reported to have had a unique 
attitude toward debt. The story goes that Franklin's 
debts were piling up and after holding a meeting, his 
creditors confronted him. Franklin’s answer was to give 
them a promissory note for the amount -due Saving as he 
did so 


When you leave Pit hool te make your own way if the 


Thank goodness that's paid 


Viewing the situation from the retail apparel point of view 
one of the most important credit problems facing retailing 
could result from over-extension of credit to the consumer 
Today, credit for substantial purchases for a family’s yearly 
apparel needs is being offered with the privilege of payment 
over a 12-month period by more and more retailers. If such 
a tamily is already over-extended for other household require 
ments (refrigerators, radios, television, and automobiles the 
buying of apparel on this basis may well be the last straw 
Some economists seem to think that the last half of 1953 will 
see a downward trend. What then would be the predicament 
of these families and the retail credit manager? \ Chicago 
engineering firm specializing in industrial problems, Stevenson 
Jordan, & Harrison, Inc., has recently stated The expansion 
in government debt and in personal and corporate debt that 
has occurred in the United States during the past decade is 
one of the dangerous factors in our situation, New private 
debt increased by about 136 billion dollars from 1945 to 1951 
virtually doubling, while the money value of the National 
product increased about $3 per cent. By the end of this year 
the increase in private debt probably will be about 160 billion 
dollars During that period, 25 per cent of all the durable 
goods were sold on credit.’ Some justification can be made 
for the purchase and sale of durable goods on long-term credit 
We do not believe the same can be said for apparel. We be 
lieve that it is better and sounder to advertise and sel! mer 
chandise than to advertise and sell credit terms An all-out 
offensive in Korea should ‘mean controls that would prevent 
this kind of credit—Henri A. Benoit, President, A. H. Benoit 
& Company, Portland, Maine 


_ - | 


One of the greatest changes in retail store opera- 
tion over the last quarter century has been the de- 
velopment of consumer credit as a sales promotion 
tool from its former status as an accommodation to 
customers asking for it. Therefore, in any subse- 
quent downward re-adjustment of general business 
activity it is very likely that the ratio of write-offs 
will be higher, which will require larger reserves 
These should now be accumulatng so that existing 
reserves will be adequate. Otherwise, the excess 
will be a charge on capital. While no one can fore- 
tell with accuracy what the real need will be, it 
appears that it will be substantial. Estimates should 
be made based on reasonable probabilities and if 
present reserves appear to be inadequate, provision 
should be made for the deficiency.—David E. Moeser 
President, Conrad and Company, Inc., Boston, 
Massachusetts 


world and eventually set up your own home, credit, it 
properly employed, can be a useful tool with which to 
build your future l'o do this to best advantage, how 
ever, it is necessary to assess your credit ability accurately 


W hen you use our 


credit make sure you keep it good Only bw fulf ling 


ind to plan your spending wisely 


vour obligations will you be able to persuade a prospec 
tive creditor to help you use it again 

You are in the best position of anyone to determine 
your ability to handle comfortably a specific amount ot 
credit for in the final analysis vour credit is based upon 


rin between your income and the expenses nece 


the mart 
sary to keep your affairs running smoothly. It is only out 
of this margin that any obligation you accey 

paid. Credit can help you use your income more eftec 
tively. It can help you to select the purposes for which 
you wish to use that income but it can never take the 
place of income. So long as debtors and creditors keep 
this important point in mind, and as a result maintain 
credit on a sound basis, then credit will continue to be 
the important and effective force in our economy that 
it is today “ke 
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Harry O. Schultz—In Tribute 


Bureau managers and credit executives throughout 
Canada were shocked on learning of the passing of Harry 
. Schultz, Monday, December 29, 1952, in Calg 


irT\y 
Alberta, Canada. ur loss is also shared by a great 
number of credit bureau personnel and members through 
out the United States as Harry was a regular attendant 
at the District 10 meetings and National Conferences 
where he contributed wholeheartedly to the success of 
these conferences 

Perhaps he was at his best in June, 1948, when the 
National Association met in the Banff Springs Hotel 
Banff, Alberta, at which time Harry and his partner 
John Dewey, acted as Canadian hosts to the delegate 
Needless to say, the warmth of their welcome and the 
enthusiasm tor the Canadian R wckies was readily tran 
ferred to the visitors and we will long remember our 
sojourn there It seems almost incredible that both 
Harry and John have passed on and they will be sadly 
missed by those who knew them best and appreciated the 
great contribution made by them in forming the Asso 
ciated Credit Bureaus of Canada 

Harry was the founder and President of Western 
Credit (Bonded), Ltd., and President of the Calgary 
Credit Bureau of the Retail Credit Granters’ Association 
He was a native Canadian, born in Gretna, Manitoba, in 
IS88 In 1903 he entered the service of the Bank of 
Montreal and was transferred to Saskatoon, April, 1906 
thence to Winnipeg in 1909 and Calgary three vears 
later. The following year he resigned to enter the real 
estate and insurance field with Canadian Estates Co., Ltd 
In March, 1920, he returned Winnipeg, where with 
his father and brother was a partner in Otto Schultz & 
Sons, Ltd., Wholesale Dry Goods and Importers, where 
he held the position as Secretary-Treasurer. Harry re 
turned to Calgary in June, 1930, and in 1934 organiz 
what is now known as the Credit Bureau of Calgary 

Always active in industrial and social welfare of h 
city, he was a member of the Calgary Chamber of Con 
merce, Kiwanis and a former member of the Board of 
Governors C.C.M.T.A., Winnipeg. He also served as 
lrustee of the Pacific North West District of the Asso 
ciated Credit Bureaus of America and was a Past Pres 
dent of the Associated Credit Bureaus of Canada 

lo Mrs. Schultz and the management and staff of th 
Credit Bureau of Calgary, we extend our deepest syn 
pathy.—Carl B. Flemington, Credit Bureau of Greater 
Toronto, Toronto, Ontario, Canada 





Wayne F. Gregory in New Position 
Wayne F. Gregory, formerly assistant general Credit 
Manager of the Indiana chain of Pearson Furniture and 
Music Stores 


credit manager 


Indianapolis, Ind., has been appointed 


Morrison 5 I adies Wear ot the same 


M. E. Truitt Resigns 


1. E. Truitt resigned as manager of the Credit Bu 
reau of Greater Houston, Houston, ‘Texas, eftective 
January 1, 1953. He has directed the operation of the 
credit bureau for the past nine years and plans to devote 
his time to installing credit systems in other bureaus 
throughout the United States. He is a member of the 
Quarter Century Club of the N.R.C.A. and since he 
will be no longer in credit work he has been enrolled as 


an honorary life member of our National Association. 


Promotion for Walter R. Ronald 
Walter R. Ronald has been elected as officer of Gold 
smith Brothers, 77 Nassau Street, New York, N. Y., 
after 31 years as Credit Manager William J. Burns 


has been elected to succeed him as Credit Manager 


NOTICE 


Lhe National Office should receive a li new 
ofhcers and directors of local Associations immediately 
after they are elected. Send them to: Arthur H. Hert, 
Secretary, National Retail Credit Association, 375 Jack 


5, Missouri 


son Avenue, St. Louis 
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Quick as a Bunny 
and just in time 


for EASTER BUSINESS 


REACTIVATE 


charge customers 
with 


REPLY-O-LETTERS! 


Credit Managers everywhere 


LIKE to use REPLY-O-LETTERS 


because... 
THEY BRING TANGIBLE RESULTS 
AT VERY LOW COST 


a= oun tlre a 














Write to: THE REPLY-O PRODUCTS 150 W. 22 St 
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ATIONS CAPITAL 


JOHN F. CLAGETT, Counsel; National Retail Credit Association, Washington, D 


Standby Controls—The proponents of economic 
controls appear to be basing their case on “Standby Con 
trols,” as about the best way to keep a law on the statute 
books. See November, Creprr Wor.p, page 24 

The argument for standby controls is still being put 
forward and seems to be based on predictions of econo 
mists and others to the effect that: “inflationary pres 
sures are still mounting,” “danger of runaway prices,” 
and “inflationary spiral going up.” At the same time, 
however, substantial popular demand for controls appears 
to be lacking. 

Typical of some thinking on the subject of “standby 
controls” are the following. A recent CIO press release 
states: “There is still the possibility of a resumption of 
widespread inflationary pressures. The new Congress 
should grant the government authority for a comprehen 
sive and effective stabilization program, to be imposed 
immediately if the cost of living continues to rise, or to 
be held on a standby basis for use whenever new inflation 
Columbia University’s “American 
Assembly” reported that its 70 attending representatives 


ary pressures appear.” 


“urged that direct price and wage controls should be re 
moved, but that standby authority should be provided to 
impose controls in a crisis.” 

Effect of Decreased Government Spending— 
Two members of Mr. Truman's Economic Council, in 
their last report, warned against the depressive effects of 
Raymond Rogers, 
protessor of banking at New York University, as if in 


the tapering off of defense spending. 


anticipation of such a report, stated in a recent address to 
the New York State Consumer Finance Association that 
“consumer credit will prove our best weapon against un 
employment and business instability when a decline be 
gins in capital expenditure by industry and defense spend 
ing by the Federal Government.” 

The New Budget—Perhaps no single factor will so 
influence the question of inflation and controls as what 
The budget 
which the law requires the President to submit to Con 


the new Congress does about the budget. 


gress, and which was submitted by Mr. Truman in the 
last days of the outgoing administration, called for new 
expenditures in fiscal 1954 amounting to $78.6 billions, 
indicated receipts in the same period of $68.7 billions, and 
anticipated a deficit of $9.9 billions. Will the new 
Congress bring expenditures more in line with receipts? 
The continuance of price, wage and other economic con 
trols, including the question of what ultimately may be 
done on consumer credit, would seem to hinge in no small 
part upon the answer. 

A statement by Senator Byrd of Virginia, as chairman 
of the special Joint Committee on Reduction of Non 
Essential Federal Expenditures, may have an important 
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bearing on these questions. His statement deals with the 
subject, “Estimated Unexpended Balances in Appropri 
ations.” Senator Byrd said: “It appears that in addition 
to appropriations yet to be made by Congress in the cur 
rent session, unexpended balances remaining as of July | 
1953, in old appropriations will approach $100 billion, 
with more than $75 billion in general and special fund 
accounts, and the remaining $20 billion in business enter 
prise and revolving fund accounts.” Thus, Senator Byrd 
pointed out, when new expenditures for the year begin 
ning July 1, 1953 (fiscal 1954) are taken into considera 
tion, “total funds available for expenditure as of July 1 
would approach $175 billion.” 

Senator Byrd’s report then stated: “It is obvious that 
this procedure of piling up unprecedented unspent bal 
ances is not a healthy fiscal policy. It makes much more 
dificult the Congressional task of effecting economies 
and controlling expenditures. As a result of this pro 
cedure, Congress has virtually lost control over annual 
expenditures. At a time when one of the most difficult 
problems confronting Congress is to balance the budget 
and reduce taxes, it is most unfortunate that the fiscal 
situation is so confused by these huge unexpended bal 
ances. In my judgment, one of the most important obli 
gations of the new Congress is to review the unexpended 
balances in previous appropriations to each agency of the 
Federal Government before new appropriations are made 
It should be made incumbent upon each agency fully to 
justify any additional appropriations when huge balances 
are already available. Then a study should be begun 
promptly so that in the future appropriations can be 
enacted on a current basis.” 


Unusual Collection Case—Sixty dunning tele 
phone calls within an hour warrant injunctive relief, ac 
cording to a decision of Judge Edward Tann in United 
States District Court for the District of Columbia 
Plaintiff, the M. & G. Beer Distributing Company, al 
leged it had received 60 calls from a representative of a 
shoe store to which an employe of the beer company owed 
$4.23. The injunction was entered by consent and en 
joined the defendant “and all persons in active concert 
or participation with him" from making telephone calls 
to the beer concern. 

H. T. Pays Tribute to Consumer Credit— 
Among the last official acts of President Truman was 
submission of his Economic Report to Congress. Among 
other indicia showing progress since the last Republican 
administration, such as increase of national output and 
jobs, decrease in average work week, and per cent of 
homes with refrigerators, etc., he cited increase of con 
sumer credit from $20.6 billions in 1951 to $2 billions 
in 1952 wen 








e OFFICE PROCEDURES * CREDIT AND COLLECTION PROBLEMS 


Inventory in the Credit Office 


OUBTLESS vivid memories of your year-end met 
D chandise inventory still linger with you Even 
in a small store, where the owner presumably knows 
every nook and cranny, and what merchandise is where 
inventory turns up interesting and sometimes « rtiing 
information. Few merchants would be willing to forego 
merchandise inventory, painful and troublesome thoug! 
it might be 


How about an inventory of your credit and collection 


> 


operation Perhaps that’s a new idea to you. Now is 
i good time because the necessary figures are already 
assembled for tax returns 

Don't be alarmed. We are not going to suggest any 
involved statistical research. We know you do not pos 
sess the accounting facilities of the big store but you 
surely have some simple figure guides. If not, you should 
begin to accumulate them! 

Ihe first review to be made is how closely did you 
reach your planned credit sales objectives in the fiscal 
year just ended” The percentage of credit sales to total 
sales is not difficult to figure out Do it for each month 
of your fiscal year. You will soon see whether you are 
progressing credit sales wise as you had planned. If not 
then you will want to do a little more credit sales pro 


motion work in the year ahead 


Another figure shedding light on this matter ts a com 
parison of the number of statements mailed each month 
Allowing for seasonal ups and downs, this figure will 
indicate whether you are gaining credit customers ot 
losing them And that you should know 
Only when Accounts Receivable” are turned into 
dollars can credit sales be said to be satisfactorily con 
cluded The monthly collection percentage tells the 
story Do a little research about collection percentage 
locally, and in your particular line of business especially 

It is impossible to place too much emphasis on this mat 


ter of collections \ major cause of small business ta 
ures is the unwise extension of credit and poor collectior 
procedures How were your collections in 1952? 

The amount of money charged off to “Profit and Lo 
Account” at year’s end, figured as a percentage of total 
It tells much 


ibout the quality of credit judgment shown in opening 


Accounts Receivable” is highly revealing 


accounts, and also about the collection follow-u 

illy the bad debt loss might turn out to be too lou 

that is the case, clear indication is given that your cre 
policy is too restrictive, and is hampering your credit sales 
expansion. What constitutes too high, and too low, de 


pends on the credit policy of the store, local condit 


d a host of other factors The main thing is to 
t your figure ts line with your objectives 
In order to arrive at the bad debt loss, you had to in 
We hope 
it on adequate torms (preter ably those provided 
‘.A.)! With that analysis before you, now is 
You will 
{ 


find a discussion of simplified collection procedures on 


] 
some way analyze your “Accounts Receivable 


the time to do some intensive collection work 


the Credit Department Letters page of thi issue 
Smaller businessmen especially should consider 
use of Inexpensive and simple collection reminder 

It is a good time now to aim at getting your accounts 
up to date Remember most people want to pay the 
bills, but other demands prevent many trom doing so 
Don't be afraid to approach your past-due customers with 
courteous, straightforward appeals. With larger accounts 
that are standing still, make every eftort to get them to 
come in and talk matters overt If necessary, go out and 
see them personally Be the merchant the debtor feels 
he must pay rather than the merchant the debtor teels 
he can put off the longest 

These are the essential things to review in your credit 


W e h ive purposely 


made them few and simple, knowing the special problems 


ind collection procedure inventory 
of the smaller businessman However, if you are to stay 
uccessfully in this hazardous for the uninformed and 
ire les credit bu ness this nventory 
portant as your merchandise inventory 
Now, while you are in the mood for review, how 
spending a little time deciding your path for 1953? 
duction of office expense wherever possible should 
effected without costly and false economies on personn 
Study your systems and procedures Are there 
getting work done more efficiently 
that vour business ha prown 
when a modest investment in office machine 
Call in the representatives of office n 
turers and see what they have to offer 


o listen 


Often the installation of an 
pay tor itself in better ope! or 
Are you vetting the mie 


> 


dues Perhaps there are 
cooperate with the bure 
Are you encouraging 
active part in credit associ 
picked up in discussion with 
istening to qualified speaker 
of attending 
Look closely at that “A 


vour balance sheet Quite 
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Why You Should Attend 


The New Orleans Conference 


HE 39TH ANNUAL Interna 
tional Consumer Credit Confer 
ence will convene at the Roosevelt 
Hotel, New Orleans, Tuesday morn 
, ing, June 23, 1953. On Monday afte 
noon, June 22, from two to five o’elock, 
there will be a Credit Forum for all 
members. A panel of six or eight 
members will present important top 
ics and discussion will be led by them 
There will be three constructive and 
interesting morning sessions and 
three afternoons will be devoted to 
group meetings participated in- by 
credit executives and others, repre 
senting the following: Department 
Stores, Men’s Wear, Women’s Wear 
and Shoe Stores, Furniture, Electrical 
Appliances and Musical Instruments, 
tanking and Finance, Consumer Fi 
nance, Petroleum, Dairies, Public 
Utilities, Newspapers and Hospitals. 
There will be one group representing 
all other lines of retailing. 


Many questions concerning impo 


tant retail credit problems will be 
answered. Expense control, promot 
ing credit sales and collections will be 
discussed from all angles at the Forum 
Monday afternoon. Members from 
all sections of the country and rep 
resenting all lines of business will 
participate. 

The retailer, as well as his manage1 
of credit sales, should be fully in 
formed as to how others are solving 
their credit problems, many of which 
confront retailers everywhere, regard 
less of type of business or volume of 
the store. 

This Association, in its 40 years of 
existence, has worked indefatigably 
for credit cooperation, credit eduea 
tion and credit improvement. The im 
portant part eredit plays in modern 
retailing has been stressed many times 
and every alert credit executive is 
vitally concerned in the potentialities 
of this great foree which, properly 
controlled, is the builder of profitable 
sales, 

The experiences of and results to 
eredit granters of Birmingham, Ala 
bama, under Chapter XIII of the 
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Bankruptey Act, which concerns the 
amortization of debts of wage earners, 
will be outlined by a member of that 
Association. It will be shown how, 
under this Chapter, eredit granters 
salvaged millions of dollars, the 
greater portion of which probably 
would otherwise have remained un 
collected. 

As in the past, there will be group 
discussions of the following subjects 

1. The importance of taking an in 
telligent application and explaining to 
the applicant for credit the store’s 
credit policies and credit terms. 

2. Why obtaining a eredit report 
on every applicant for credit increases 
the store’s profit. 

3. To what extent it is advisable to 
enforee a strict collection policy. 

a. Does such a policy build sales 
and reduce bad debt losses? 

4. Has the coupon book for budget 
sales proved economical in eliminat 
ing bookkeeping operations? 

a. How successful has it been in 
controlling overbuying? 

5. Has the Revolving Credit Plan 

diverted an appreciable amount of 

cash and monthly charge account busi 

ness? 

6. Short cuts in Cyele Billing 

7. Building credit sales. 

a. Direct mail credit sales pro 
motion, 

b. Personal contact or by tele 
phone. 

e. Emplovees’ 

d. Other plans. 


contests 


Other subjects will be discussed and 
correct solutions suggested at the 
group meetings. There will be an in 
terchange of many worth-while ideas, 
ideas that will pay off. Have your 
Manager of Credit Sales attend this 
most important credit sales confer 
ence and broaden his knowledge of 
credit technique and procedure. It 
will enable him to serve vou more 
efficiently and profitably in the future 

One idea alone may prove worth to 
vou many times the cost of the trip! 


L. S. Crowder 
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To assist Credit Departments in performing a more efficient credit 
control on past due accounts, we have several times during the past 
few years revised the Age Analysis form reproduced below. Over 
2,000,000 have been sold to date, testifying to its success 

It is especially effective for smaller stores for use in collection 
follow-up and freezing accounts 

The size is 91,” x 12” and they are padded 100 to a pad. Prices 
100, $1.25; 500, $4.50; 1,000, $8.50. Postage extra Special prices on 
larger quantities. Order Age Analysis Form No. 721, today, from yow 
Credit Bureau or National Office 


NATIONAL RETAIL CREDIT ASSOCIATION 


375 Jackson Avenue St. Louis 5, Mo. 





ACCOUNTS RECEIVABLE AGE ANALYSIS 
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Effective Stickers 


For Promoting Credit Sales 
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